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Rotate the page 
and see the di- 
rection of the 
stairway change. 


Is your production going upstairs or 
down? Depends on the point of view, 
doesn’t it? 


Compared with what you could do if you 
had all the necessary materials, your output 


is probably disappointing. 


Compared with more normal years, it isn’t 


bad, is it? 


Almost without exception, our customers, 
while pleading for more porcelain enameled 
parts, are still gracious enough to say that 
we have taken good care of them during 
1947. We are going to try to do the same 
good job during 1948. 


One sure way to get porcelain enameled 
parts is to send us your metal or formed 
shapes. Then we can do the enameling or 


the forming and enameling. 


Shall we quote? 
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BOX 1791. CLEVELAND 5. OHIO Factory at Nappanee ind 


TREOUS STEEL PRODUCTS CO. 
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TALWASH Equipment For Spray 


Pickling Prior to Porcelain Enameling 


The METALWASH Spray Pickling Machine pictured above, in operation in-the new 


plant of one of the leading refrigerator manufacturers, is a great step forward in pick- 


ling procedure in the porcelain enamel industry. 


METALWASH Machines have revolutionized cleaning and pickling of metal surfaces 
prior to porcelain enameling. Operation is continuous through washing, rinsing, 
pickling, neutralizing and drying — all in one unit, compact and complete. This 
process produces a cleanly pickled surface — greatly increased adherence qualities 

the optimum in working conditions. Some manufacturers using these machines 


report as much as 50 per cent increased production, with even finer enamel finish. 


The use of powerful pumps, specially designed nozzles, and proper venting systems com- 


bine to make METALWASH machines foremost in modern continuous spray pickling. 


METALWASH Engineering staff cordially invites your inquiries. 


ETALWEHEH 2\ACRINERY CU. 
NW 149-155 SHA AVENUE IRVINGTON II, NEW JERSEY 
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IF IT’S NEW CONSTRUCTION... 
OR MAINTENANCE 
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This enameling furnace, now in its 10th year of 
service, is a representative example of Huyck 
supervision and expert masonry. 


<— A typical frit smelter installation by Huyck Con- 
struction Company showing smelter under con- 
struction. 


Ww, 
5 
ae 
¥e 


* *& *& Why do we solicit both new construction work and maintenance? Because in the first place our organiza- 
tion of skilled masons is keyed to the building of structurally sound, long lasting jobs. Second, by taking the 
responsibility of maintenance, long life and economical operation are assured at minimum upkeep cost. 


Repeat business — that's our aim, and the fact that we serve the same companies year after year is the best 
proof of satisfied customers. 


If you have new construction, rebuilding of furnaces or smelters — maintenance work only — mill lining 
work — in fact, any work requiring skilled masons — consult with us before placing your next job. 
Huyck's prices are right. Write, wire or phone — 


HUYCK CONSTRUCTION COMPANY 


2946 North 78th Court + Phone: Elmwood Park 2855 
ELMWOOD PARK, ILLINOIS 
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TITANOX-=-A 
ad 


the Lele Mlagic 


for better covercoat enamels 


% Frit makers find that TITANOX-A imparts excep 
tionally. high degrees of reflectance, whiteness and 
opacity to covercoat enamels. This widely used titanium 
dioxide pigment gives excellent results even at very 


low application weights 


Vitreous enamels made of frit formulated with 
TITANOX-A can be applied in thinner coats, which in 
turn helps speed up and increase production, while 
lowering costs. And, as you know, thinner coats minimize 
any tendency toward chipping 
The supply of TITANOX is still limited due to the large 
ffolabilaleniale| demand. So we must ask your patience if we 


are unable to supply all you need 


T TITANIUM PIGMENT CORPORATION 
{ A “ > 4 SOLE SALES AGENT 


Reg. U.S. Pat. Off. 
111 Broadway, New York 6, N. Y. 350 Townsend St., San Francisco 7, Cal. 
104 So. Michigan Ave., Chicago 3, Ill. 2472 Enterprise St., Los Angeles 21, Cal. 
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IT’S 
THE 
STANDARD 


Separate installations ef Roto- 
sprays for ground coat and 
cover coat slips are used by the 
Vitreous Enameling Division of 
Cleveland Co-Operative Stove 
Company. 


You can start the new year right in your enamel- 
ing plant by checking all of your Rotospray 
equipment and then checking logical points of use 
to see if additional time and labor can be saved 
by adding to the number of units now in use. 


This year, as in every year since Rotosprays were 
first developed, many new installations will be 
made to insure the proper sieving of porcelain 


will start the year 


right 





enamel slips. The fact that Rotospraying is now 
standard for the enameling industry is the direct 
result of continuous « year after year - satisfac- 
tory operation of the hundreds of units now in 
use, 


Check your plant now and then contact us or an 
authorized agent for equipment recommenda- 
tions. 


ROTOSPRAYS ARE ALSO USED EFFECTIVELY IN CHEMICAL PLANTS, PAPER MILLS, AND POTTERIES 


Sales representatives 

B. F. DRAKENFELD & CO., ING., New York, N.Y. 

PEMCO CORPORATION, Baltimore, Md. 

FERRO ENAMEL CORP., Cleveland, Ohio and foreign offices 
CHICAGO VITREOUS ENAMEL PRODUCT CO., Cicero, Hl. 


ROTOSPRAY 


(Reg. U. S. Pat. Off.) 


BRAUN CORPORATION, Los Angeles, Cal. 

BRAUN KNECHT & HEIMANN CO., San Francisco, Cal. 
Foreign representatives 

WATFORD ENGINEERING WORKS, Watford, England 
ELOF HANSSON, Gothenburg, Sweden 





ROTOSPRAY MANUFACTURING COMPANY 


562 WASHINGTON BOULEVARD 


« CHICAGO 6, ILLINOIS - 


TEL. DEArborn 7196 
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Prevent GbR CRLED" tinishes 


and cut furnace costs with 


INCONEL hanger rods 
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inconel hanger rods, fabricated by Ferro- 
% Enameling Corp., Cleveland, Ohio, carrying 
work through enameling furnaces. 


NAMELERS are finding that wrought 4. Economy. Inconel’s per-hour service cost is low. 
It is long lasting, and economical in price. And 
since it is anti-spalling, it requires no periodic 
surface treatment. Inconel is a “best buy” for 





Inconel* hanger rods last longer and do 
not mar expensive finishes. 


. enamelers! 
Here are four reasons why Inconel hanger 


bars belong in your finish-setting furnaces: , — ; - 
nee 6 Write today for further information. ENcO’s 


Technical Service will gladly make specific 


/. Anti-spalling. Inconel s tightly-adhering oxide recommendations. 
resists spalling and it will not flake away to 
sow cause “freckles” on costly finishes. . , . 
rect 
fac- 2, Thermal Durability. Inconel (80 Nickel — 14 
y in ae : a — " . ee , , 
Chromium) stands up under high heat. It will For improved pyrometer service, you will pre- 
not break down under the severe enameling foe seamless, drawn, leconel Thermocouple 
ran conditions. Sega: ‘ 
+ a Protection Tubes. They are longer-lasting and 
3, Strength. Inconel is well known for its strength quicker to respond. Order them from your 
. . 
S and rigidity; will carry heavy pay loads. regular supplier. “Reg. U8. Pat. on 
»» Call. EMBLEM. OF SERVICE 
tand Ati, ——=STHE INTERNATIONAL NICKEL COMPANY, INC. + 67 Wall Street, New York 5,N.¥. 


1 | | (| ONM EL —for long life at high temperatures 


(80 NICKEL—14 CHROMIUM) 
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The electric cab operated weight collecting 
car which collects and weighs the raw 
materials from the hopper storage bins at 
Pemco is just one of the important. steps 
taken by Pemco to assure you frit of con- 
sistant uniformity. 


*Pemco Continuous Smelter Patents 
registered U.S. Pat. Office 2323930- 
2262029-2262070 - 2248877-2137931 
2137930 





pounds each trip! A weight collecting car eel ite es, : 
operator cover the equivalent of more than a rip 
around the world in a year and Ras hecwovasres over a 
million miles since it has been in> 


industry—emphasizing the Pemco slogan 
touched by human hands from raw m 


Costly! Yes, but worth its cost in pi 
product for you. ge 


PEMCO CORPORATION 


Baltimore 24, Be Maryland 


Always Begin With a Good Finish 
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BOLAND FURNACES SAVE 


FUEL. 


ONLY BOLAND 


“Single Flow” Furnaces have ; 
“at 4 
46 79 i 
Floating Roo onstruction ae “ 
| | 





ASK US FOR THE 
FACTS ON FUEL COSTS. 









































THIS REPRODUC- 
TION OF A PATENT 
DRAWING SHOWS 
THE PRINCIPLE OF 
THE “FLOATING 
ROOF.” 





LOOK to the roof when studying the design of your next continuous 
furnace. Only Boland furnaces have FLOATING ROOF construction, 
and it’s patented. (Boland Patent No. 2,156,008.) 


This roof, **built like Gibraltar,’ not only minimizes heat loss, but offers 
permanent insurance against conveyor distortion. The accompanying 
sketch shows the design characteristics of the roof which “‘carries its own 


weight.” It’s sturdily built —for long life. 


This feature alone may be important enough to you to specify Boland 
furnaces, but in addition you get the added features of equalized tem- 
perature, heavier furnace loads and the elimination of time and labor 
consuming “furnace conveyor wrecks” in the Boland STRAIGHT AWAY 
—SINGLE FLOW continuous furnace. 










Designers 





ALBERT J. BOLAND COMPANY 


407 NORTH EIGHTH BUILDING e ST. LOUIS 1, MO. 


and Builders of 


Continuous and Box 


Type 














Enameling Furnaces” 
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Ty k That's a very timely question. 
7 f) $ s The answer is simple. ‘Though 
the world has greeted thousands of 
New Years, January lst is still the 


us beginning of a New Year — another 
n, 12 months of opportunity and service. 


So it is with New Monarch. ‘Though 


rs we boast of 37 years of loyal service to 
ng our many customers, New Monarch 
wn is ever looking forward, developing 


new ideas, applying new skills and 
new methods, solving new problems, 


m- glimpsing new horizons. You'll always 
Or find something new going on at New 
AY Monarch. Therefore our pride in the 


name, New Monarch. 


When ou think.of Stomainas, thinks 
NEW MONARCH WW Nell 1: & STAMPING CO. 


406 S.W. NINTH STREET DES MOINES 9, IOWA 
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Verson double action hydraulic 
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y incorporating 


Verson HYDROL 
With this remark- 
able hydraulic system high pres- 


sure lines have been shortened, 
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Advantages of 
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A helping hand 


AMERICAN OVERSEAS AID AND 
UNITED NATIONS APPEAL FOR CHILDREN 


ves 


on renee were neers 


AS FINISH STARTS ITS FIFTH YEAR — let’s review a few 


lines from the pages of “The Finish Line” for 1947. 


The trend is good for porcelain enamel — 
February, 1947 


If the signs are. accurate, and the future buyer will look 


for quality first, then price — and demand “reasonable 


value” before he buys—the result should be entirely 
favorable to our industry. 

Porcelain enamel is synonymous with quality in appli- 
ances and other metal products, and increasing thousands 
of buyers have come to recognize this fact during the 
“do without new products” years. Many of these buvers 
now know the one and only finish which can be depended 
upon for the lifetime of the product. 


“Humanics” in industry — March, 1947 


Sound treatment of the problem of human relations 
will take its place as a consideration of number one im- 
portance in the successful organizations of the future. 
A realization of its importance is starting to make itself 
felt; and as its velocity increases. so will a healthier and 
happier situation for all who form a part of our indus- 
trial nation. 


Now about counter tops — April, 1947 

We've “harped” on this subject before. and we will 
“harp” on it again until some kitchen-conscious producer 
with porcelain enameling facilities offers the home owner 
the ultimate in kitchen work surfaces —a good heavy 
plywood counter top with a light gauge porcelain enam- 
eled work surface veneered to the ply wood. 

In this suggested surface, the housewife could have 
everything that she desires. She could have a sound ab- 
sorbent, colorful, permanent work surface that success- 
And - 


she could enjoy these advantages with- 


fully resists heat, acids, scratching and wear. 
very important 
out the effort of applying special liquids. waxes, polishes, 
ete., that are required to hold some semblance of the 


original appearance on less permanent surfaces. 


Do you follow the fire engines? — June, 1947 

There are dramatic possibilities in FIRE that are hard 
to beat. Porcelain enamel is the one fire-proof finish 
so why shouldn’t we capitalize this point? 

If we have to build a bonfire in a porcelain enameled 
house or filling station — sans furniture or equipment 
of course — to bring this life and property saving feature 


to the attention of architects, insurance companies and 
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home owners, let’s do it. Properly exploited, such a stunt 
could make the newsreels, newspapers and national mag- 
azines. And photographs could be used for endless edu- 


cational purposes to put this story over. 


Half a loaf is better than none — August, 1947 

“Half a loaf is better than none” may be considered 
a hackneyed phrase, but it can be ever so true and fits 
remarkably well into at least one field for the use of 
porcelain enamel. 

One suggestion we have to offer in this connection is 
that we open our eyes and minds to the use of a combi- 
nation of materials when and where such a combination 
will provide a result advantageous to the ultimate pur- 
chaser. Some of the most attractive architectural appli- 
cations of porcelain enamel that we have seen have com- 
bined soft, well chosen colors in porcelain enameled metal 
with the beauty of the bright metals for trim or relief. 
If, as is entirely possible, the total use for architectural 
porcelain enamel can be greatly expanded by encourag- 
ing the liberal use of other materials in combination, then 


let’s do what we can to encourage a trend in this direction. 


Let’s talk refrigerators again — November, 1947 

In “The Finish Line” for October and November. 1944, 
we pointed to the deplorable situation in which the porce- 
lain enameling industry lost approximately 50% of the 


porcelain enameled exteriors in the domestic electric 


refrigeration field. The subject is just as pertinent today, 


so we quote the following from the November. 1944, 
“Finish Line.” 

“This business was not lost to finishes that we could 
honestly acknowledge as superior. It was, however, lost 
to a type of finish that had sufficient merit to make it 
readily salable. In addition, consistent advertising and 
progressive selling policies were used in establishing 
both with the 


retail sales outlets.” 


these finishes manufacturer and the 

Certainly manufacturers can market all the refrigerat- 
ors they can produce today, regardless of the finish, but 
some progressive manufacturers can steal a big piece of 
a permanent future market by offering soon what the 
experienced refrigerator buyer wants — an all porcelain 


enameled refrigerator. 


EDITOR AND PUBLISHER 
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Made Flat --Stay Flat 


You can be sure that Inland Enameling Iron Sheets will meet the 
requirements for flatness your products may demand. Rigid control 
assures this. The metal must be up to Inland’s uniformly high stand- 
ards before it leaves the open-hearth furnaces. It must be maintained 
at Inland’s high standards as it is rolled, under constant tension, in 
modern rolling mills. It is especially processed to keep it free from 
internal strains. Continuous testing and inspection by experienced 
Inland metallurgists assure you of a uniformly high quality enameling 
iron sheet. 


Other Advantages 


In addition, you can be sure of better enameling results because of 
the “double-tight” adherence, sag resistance, and correct chemical 
composition. For full information, write Inland Steel Company, 
38 South Dearborn Street, Chicago 3, Illinois. 


INLAND ENAMELING IRON SHEETS 


OTHER PRODUCTS: BARS © STRUCTURALS © PLATES © SHEETS © STRIP © TIN PLATE © PILING © FLOOR PLATE © RAILS © TRACK ACCESSORIES 
16 
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Reports fo management 


practical suggestions for useful reports to management 


by financial executives 


By Rotel Yi ‘ Rowman © C.P.A., CONTROLLER, NEWARK STOVE COMPANY, NEWARK, OHIO 


ISTED below are some of the re- 
4 ports which an accountant can 
sive management besides the P & L 


statement and the balance sheet. 


Analysis of gross profit 


The president of X company re- 
ceives his financial statement and 
notes that sales are up $200,000 and 
gross profits are up only $2,000. No 
doubt it disturbs him to note that 
his profit ratio dropped with these 
additional sales—sales up, profit ra- 
tios down. Why shouldn’t the con- 
troller analyze this situation in a reg- 
ular report of operations? 

Three things exposed their effect 
on the earnings—change in selling 
price, change in cost, and change in 
volume. The accountant can tell the 
president dollar-wise exactly the in- 
fluence of each. With his chart of 
accounts set up so that he can get 
sales and cost of sales at standard by 
products, he can prorate his operat- 
ing variances to product lines to get 
actual cost. Then, in three simple 
steps the accountant can analyze the 
change in the gross profit as follows: 

1. The quantities currently sold 
times the change in unit sales price 
equals the change in gross profit due 
to selling price changes. 

2. The quantities currently sold 
limes the change in unit cost equals 
the change in gross profit due to in- 
crease or decrease in cost. 

3. The difference in quantities sold 
limes the preceding month’s unit 
sross profit equals the change in 
sross profit due to the change in sales 
volume. 

These three figures added together 
will equal the dollar change in gross 
profit reflected on the president’s P 


\ 


\ L statement. It’s an informative 








statement that a cost clerk will even- 
tually do for you and thus explain 
the “Whys” and unknown factors of 
profit changes in terms of reasons 


and dollars. 


Forecast achievement or 
current, near future, 
and distant outlook 


Most successful companies are fore- 
cast-conscious. Sales, production, and 
purchase schedules are correlated and 
converted to a 
statement. It 


forecast earnings 


represents the best 


“The financial executive is paid to think and formulate constructive plans.” 

































projected thinking of each functional 
managers operations. If the result- 
ant forecast is satisfactory, the presi- 
dent or the board puts its stamp of 
\fter that it’s up to 


each person to do as he had anticipat- 


approval on it. 


ed doing. The top man wants to com- 
pare the actual accomplishments 
against the satisfactory forecast of 
operations. ‘Two influences must be 
watched to realize these forecast re- 
sults. First, sales and _ production 
must be sustained on a requirement 


basis and, secondly, expenses and 



















































costs must be within the level of pre- 
determined allowances. With regard 
to the latter 


accountant supplies management, in 


expense controls—every 
some sort of a form, a comparison 
of actual expenditures with amounts 
that it 


amounts, 


should be or 
Here it 


that an operating 


budgeted 
might be added 
statement issued 
during the month, either weekly or 
daily, is much more valuable to op- 
erating heads when such statement 
say, 85% 
than to be 100% 


is current at, accurate, 
correct and _ bal- 
anced out precisely to a control and 
then issued a week or ten days after 
the activity occurred. 

But equally important to manage- 
ment as the expense control is the 
sufficiency of sales and production 
to maintain the volume to 
Here 


again the accountant can render a 


needed 
realize the forecast earnings. 
useful service to 


very management 


by indicating where the company 
stands today, sales and production- 
wise, with relation to the forecast by 
making three little calculations. If 
the six-months forecast of sales is 


broken 


dividing 120 work days into the six 


down to a daily basis, by 
months figure, there is then indicated 
the amount of necessary sales needed 
each day to accomplish the volume 
forecast. The accountant would make 
a three-point statement as follows: 

l. For Units 


shipped yesterday at billing price, or 


current outlook: 
the net credit to sales, thereby elim- 
inating excise tax, indicates the actual 
daily sales figure which is compared 
with one day’s forecast sales. 

2. Near future outlook: Crated pro- 
duction from your assembly line or 
received into the warehouse, priced 
and extended at the sales credit level, 
will indicate salable merchandise gen- 
erally converted to sales in 10 to 20 
days. This also is compared with one 
day’s forecast sales. 

3. Distant outlook: Compare yes- 
terday’s direct labor with the rela- 
tive direct labor required in one day’s 
forecast sales. 

The 


management that 


accountant can then show 


yesterday's sales 
met the daily forecast requirement, 
that yesterday’s crated or completed 
units at sales level represented the 
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requirements of one day’s forecast 
sales, and that the work-in-process 
measured by direct labor was sufli- 
cieut to produce the equiv alent of one 
day’s forecast sales some time in the 
next 60 to 90 days. 


All profit but no money 


Imagine the embarrassment of the 
president whose company is making 
a lot of profit but doesn’t have money 
to pay his stockholders a return in 
the form of a dividend. He may not 
All he 
Where is 


his company’s working capital com- 


be able to discount his bills. 


has is a book problem. 


ing from and what is it being used 
for? 


company can best answer these in- 


The financial executive of the 


terrogations if he will submit, with 
his regular written report and analy- 
sis of operations to management, a 
statement showing the changes in 
working capital. This statement would 
take the earnings and add back to 
it such non-cash charges as depreci- 
ation accrual, bad debt accruals, etc. 
From the funds provided from pro- 
fits the 


then where the funds were used. for 


accountant would indicate 
such items as capital expenditures 


of equipment and tools, dividend 
payments, long-term debt reductions, 
etc. The excess funds received from 
profits over the expenditure of funds 
as aforementioned represents an in- 
crease in working capital. Of course, 
it is realized that the difference be- 
tween current assets and current lia- 
bilities represent working capital, but 
without this type of statement no one 
knows the contributing factors of the 
change in working capital. 

For a company that is on an ex- 
tended expansion program, the fin- 
ancial executive would do well to not 
only forecast operations and a bal- 
ance sheet, but also include a fund 
statement for the period of the pro- 
jected balance sheet. 

It might be well to just touch on 
a few other points where the account- 
ant can render service to management 


and the functional department heads. 


Material control 


With regard to purchases and ma- 
terial, it is not only enough to indi- 


cate price variances by the month 





but the president and the purchasing 
officer is also interested in purchase 
price variance by vendors. This can 
give the purchasing agent a cue as to 
the products on which he should 
seek new quotations. Further, it is 
helpful to those who receive raw 
material statements to see an extra 
column on the report indicating the 
number of periods supply on hand by 
the component accounts. This com- 
putation is easily arrived at by divid- 
ing the usage into the balance on 
hand. If the accounting department 
possesses tabulating equipment, one 
might consider a complete material 
control procedure. In the final an- 


alysis, material is a greater cost 
factor than direct and indirect labor. 
Why issue daily and weekly control 
reports and ignore the best possible 


control of material? 


We invariably get or can obtain 
unit production figures from our In- 
stitute or the Department of Com- 
merce which indicate trends relative 
to production on our items. The con- 
troller or treasurer can go one step 
further and seek such trends that the 
department store or consumer level 
will indicate, which usually reflects, 
trends in advance of production sta- 
The Federal Banks 


12 districts accumulate data 


listics. Reserve 
in the 
on department store sales and in- 
ventories by months on major house- 
hold appliances. Management might 
be surprised to know that these de- 
partments, i.e., major household ap- 
pliances, in department stores show 
greater increases in monthly sales 
than any other department and, be- 
lieve it or not, inventories in these 
stores are about 200° higher than 
they were last year. These high in- 
ventories are 


that either 


indicators 
stocks 


important 
neglible existed 
last year or that the consumer de- 
mand is being met at this time. There 
is a wealth of statistical data in these 


monthly Federal Reserve reports. 


A personnel relations problem 


The annual parade of wape de 
mands has become one of the nation’s 
most critical economic problems 
Where cost of living indices used to 
he the tune of the propaganda for 


wage increases, it has become more 
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evident that the “ability to pay” is 
coming into prominence as labor's 
demand for more. It is going to be 
up to the accountant to aid manage- 
ment in their endeavor to get em- 
ployees to understand the figure oper- 
ations of their company. 

Some time ago in Pennsylvania, 
employees were asked for an estimate 
of how much they thought the com- 
pany retained out of a dollar sale. It 
was surprising to learn the estimates 
ranged from 80¢ down to 16¢. What 
Should 


this misconception remain, or should 


a misconception of facts! 


employees be told more about the 
company financial-wise? 

Another group of employees were 
given their regular financial state- 
ments of the company, and five weeks 
later were asked to circle one of six 
figures that they thought the com- 
pany made out of each dollar. The 
figures ranged from 2¢ to 25¢. After 
financial 


having had the regular 


statement, only 6° designated the 
right answer. 

In giving employees financial data 
on the company, explain in simple 
terms, by an extra column alongside 
the figures for the overall company 
operation, just what it means pet 
employee. How much sales did each 
Merely 


annual sales by the average number 


employee produce? divide 
of employees. The cost of that sale 
then should be broken down by wages 
to the individual employee, supplies 
Of the residue left after 


taxes, indicate then how much of that 


used, etc. 


which the employee produced went 
to the stockholder and how 


was retained in the reserve account 


much 


for a rainy day. 
Figure information is always in 
teresting to employees. Last year our 
company revived our Christmas Say 
ings Club and presented it to the em- 
ployees on the basis of “here it is 
take it if you want it.” This year we 
told employees how much they had 
saved in the fund and how much it 
had meant in dollars and cents. This 
vear we have 60° more people par- 


ticipating than in 1947, 


The accountant at the labor table 


The accountant each day is com- 


ng more in prominence at the labor 
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negotiating table. A quick concession 
to pay regular time for non-working 
holidays, in lieu of double time for 
working, thinking that the company 
is giving the employee only the extra 
amount that would have to be paid 
to work on the holidays, is only part 
of the company’s position to be con- 
sidered. What about the non-absorp- 
tion of 10 days’ fixed burden, the 
loss of producing a half million 
dollars of merchandise and loss of 
perhaps $35,000 profits. Ten day’s 
fixed burden might well be $50,000 
would _ take 


personnel or overtime to make it up. 


unabsorbed. It more 


The accountant administrates the 
payroll and timekeeping functions 
and is, without a doubt, closer to the 
labor dollar than any other operat- 
ing head. He knows the cost and 
implications involved in suggested 
plans of the industrial relations man. 
The industrial relations head knows 
the meaning of wage adjustments 
to the worker, but the accountant 
knows better the meaning to the com- 


pany. 


Keep your top man informed as 
to the amount of production and 
purchase gains in your period profit. 
In the accountant’s report of opera- 
tions, he should clearly indicate the 
three components that make for peri- 
od earnings, namely: (1) profit on 
production at less than predetermined 


standards, (2 


) profit on sales, i.e., 
difference between selling price and 
cost of sales at standards less selling 
and administrative expenses, and (3) 
financial income. The three should 
total to profits before taxes on the 
P & L statement. Show him whether 
operations at excessive cost are nib- 
bling into his gross mark-up ovet 
standards. On the other hand, he 
may think all profits are from sales 
only. 

The accountant should keep man- 
agement “homogenerous” in thinking. 
kacts presented to them are not al- 
ways comparable or consistent and 
should be revised by the accountant. 
Labor used to talk about profits be- 
fore taxes during the excess profits 
tax years but now you see them talk- 
ing about earnings after taxes. In a 
recent labor meeting in Cleveland 


it was pointed out that “steel is mak- 


ing exorbitant profits,” but when you 
look at the facts you will note that 
in 1946 the four largest steel factories 
earned 7.4% 

14% in 194] 


ally dollar-wise 


before taxes against 
before taxes—actu- 

their earnings 
dropped from $460 million to $219 
million in 1946. Does your manage- 
ment realize that one million dollars 
in sales in 1947 represents only 
600,000 in 1939 dollars—that 3, 5ths 
of your increased sales dollar is rep- 
resented as inflationary dollars while 
only 2,/5ths represents additional dol- 
lars on additional physical units? 
The cost of living indices supplied 
by the Bureau of Labor Statistics 
issued in late November was 66.1% 
higher than the 1939 level, or 12.3% 
above a year ago. The accountant 
can use these cost of living indices 
to a great many applications in ori- 
entating management’s thinking to 


prewar levels. 


Pointers for the financial executive 


In closing, here are a few observa- 
tions that the accountant might take 
cognizance of so that he may place 
himself higher on the organizational 
ladder of his company. 

1. Lay facts on the table—they 
may be disagreeable but in the long 
run the accountant will be better 
thought of for his unbiased thinking. 

2. Never hesitate to make sugges- 
tions provided you have the backup 
figures to support yourself. 

3. Present your figures in the op- 
erator’s talk. Don’t 
that little black book your foreman 


underestimate 


carries around, because it has figures 
in his own language that he keeps be- 
cause you don’t supply them to him. 

1. Develop a system of daily con- 
trol at vital points of operations. 

5. Don’t get into the detail ex- 
cessively or push a pencil all day. 
The financial executive is paid to 
think and constructive 
this is his job. Don’t let the 
detail keep you from your work. 


formulate 


plans 


This article was adapted for Finish from a 
paper presented before the Financial Ex 
ecutives and Accountant Group at the Fif 
teenth Annual Convention of the Institute 
of Cooking and Heating Appliance Manu 
facturers. 
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Results of PEI market survey 


By Floyd C. Woleslagle 
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FTER careful consideration of 

the various types of market in- 
formation that could be developed, 
the Porcelain Enamel Institute Com- 
mercial Research Committee decided 
to conduct four market surveys. These 
surveys covered: 

1. Restaurant operators—to deter- 
mine preference for porcelain en- 
amel in restaurant equipment. 

2. Grocers—to get their remarks 
on the service of commercial frozen 
food cabinets in use. 
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CHAIRMAN, PEI COMMERCIAL RESEARCH COMMITTEE 


why 


Answered 


YES 


their 
comments about shopping for porce- 


3. Housewives —to obtain 


lain enamel. 

4. Vending machine business—to 
learn about the rapid growth and 
developments of an industry where 
there are opportunities for porcelain 
enamel application. 


Survey results 

Colored slides were prepared in 
order to give an adequate presenta- 
tion of the results of the surveys. 


' 











Highlights of the presentation are 
as follows: 

Because the appearance of store 
fronts tends to influence the shopping 
of 70% of the houswives, and 66% 
prefer modernized stores, one may ex- 
pect $67,000,000.000 of the annual 
retail business to flow into retail es- 
tablishments with modern store fronts 
where 25,000,000 shoppers prefer to 
buy. 

The owners of stores with conven- 


tional-type store fronts, among the 
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2,000,000 
States, open a market for at least 
20,000,000 to 40,000,000 square feet 


of porcelain enamel a year. 


retailers in the United 


While leafing through magazines 
and local newspapers, 26,500,000 
readers noticed porcelain enamel 
mentioned in advertisements. 

When housewives go shopping for 
sinks, washing machines, table tops, 
or other kitchen equipment, 60% 
intend to ask for porcelain enamel. 

In the stores, 52% or 26,000 of 
home appliance salesmen are report- 
ed by shoppers to be telling custom- 
ers about the advantages of porcelain 
enamel. 

When housewives were asked what 
they wanted first for their kitchens, 
assuming that, they had new stoves 
and refrigerators, 40% placed mod- 
ern sinks at the top of the list. 

Looking at the market for kitchen 
ranges, refrigerators, sinks, drain 
boards, work and breakfast tables, 
and washing machines, which carry 
a high consumers’ preference for. 
porcelain enamel, it was found that 
this market adds to 15,000,000 units 
for the retailer, 445,500,000 square 
feet of porcelain enamel for the 
manufacturer, and one unit annually 
for every other family in the United 
States. 


The sign market 


Other interesting information about 
shopping was developed by “The 
American Home” Reader-Consumer 
Panel. As the shoppers rode to the 
local shopping center in their cities 
and towns in the United States, they 
were asked to observe the condition 
of signs at street car and bus stops. 
store identification signs, and street 
markers. 

Here is the report of those in good 
condition: 

Gasoline service station signs 86% 

Store identification signs. ..69% 

Bus and street car stop signs 61 % 

Street markers............54% 


This indicates a replacement mark- 
et for 1,000,000 street markers and 
900,000 store identification signs. 


Frozen food cabinets 


A group of 1,000 independent and 


to Page 64 —p 
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Why Porcelain Enamel Is Preferred 
Restaurant Product 
Housewives Grocers Men Architects Designers 

Stays white 76% 74% 60% 
Sanitary 82% 56 % 73% 27% 19% 
Easy to clean 96 % 74% 86 % 
Durable 68% 53% 53% 35 % 36 % 
Attractive colors 24% 60% 32% 45 % 
Won’t scratch 

or corrode 27% 16% 16% 
Low cost 32% 20 % 











HERE IS WHY THEY PREFER 
PORCELAIN ENAMEL 


STAYS WHITE 76% 
SANITARY 82% 
WON'T SCRATCH 27% 
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CAA segmented airport marker 


[‘ the testing of the new “segment- 
ed circle marker” installed recent- 
ly at the Congressional Airport in 
Washington, D. C., porcelain enamel 
was one of the materials chosen for 
panel construction for the temporary 


installation. 


Promoted by the Civil Aeronautics 
Administration, the basic idea of the 
“Segmented Circle Airport Marker 
System” is to make it easy for any 
pilot to orient himself at any airport 
before making a landing. 

With local custom sometimes devi- 
ating traffic from the normal left- 
hand pattern, the terrain of the land 
dictating the direction of the landing 


strips, and personal preference direct- 


ing the placement of the wind cone, 
pilots approaching strange fields have 
lost valuable time figuring out how 
to land safely in accordance with lo- 
cal practices. 
Problem solved 
by CAA airport engineer 
This problem was solved by Clyde 
Carlstrand, CAA senior airport engi- 
neer, who developed the idea of the 
segmented circle by working with 
paper cards on his desk, and then 
with larger paper strips pegged down 
on airfields with spikes. Then when 
it came to choosing permanent ma- 
terials for the panels, weatherproof- 
ing, durability, ease of installation, 


maintenance cost, and visibility from 


the air had to be considered. Por- 
celain enamel was selected as one of 
the materials for the panels in the 
test marker installed at the Congres- 
sional 


Airport. The white panels, 


which stand out visibly from the 
others in the accompanying picture, 
are porcelain enamel. 

The segmented marker system pro- 
vides for the indication of wind di- 
rection, landing direction, landing 
strips, traffic pattern, and closed field 
signal, all in one compact easy-to- 
read unit. 

In order to differentiate it from the 
solid airport circle, intended to be 
placed in the center of the landing 


area. the segmented circle is located 


This aerial photograph shows the basic installation. together with the landing direction indicator (the “T” at 
the center), and the landing strip indicators at the Congressional Airport. 
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Traffic pattern indicators and their applications, as well as diagrams for other installations not shown here, are 
included in CAA’s Airport Engineering Service drawing No. 742. 


off the trafic area. Thus it can utilize 
land unsuitable for landing, taking 


off and taxiing. 


Segmented circle parts 

As specified by the CAA Technical 
Standard Order N5, released July 30, 
1947, the types of devices to be used 
in the segmented circle system are as 
follows: 

Segmented circle, basic element 
of the system is located off the traffic 
area. It is segmented so that from a 
reasonable distance it can be readily 
distinguished from a solid circle. It 
performs two functions: (1) aids the 
pilot in locating obscure airports, and 
(2) provides a centralized location 
for such indicators and signal devices 
as may be required on a particular 
airport. The circle shall be installed 
in a position affording visibility to 
the pilot in the air and on the ground. 

Wind direction indicator, a con- 
ventional wind cone located in the 
center of the circle, shall constitute, 
with the segmented circle, the mini- 
mum installation for an operating 
airport. 

Landing direction indicator, when 
conditions at an airport warrant its 
use, shall be used to show pilots in 
the air and on the ground the direc. 


tion in which landings and take-offs 
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are to be made. This indicator may 
be so designed that it can be made 
“free-swinging when left unattended. 

Landing strip indicators are used 
to show the orientation of landing 


strips and or to give a positive indi- 





Editor’s Note: 


For many months finish has 
been devoting space to the sub- 
ject of air marking for today’s 
air travelers. In our opinion, 
porcelain enamel can play a 
most important part in the na- 
tional air marking program. We 
will keep readers advised of new 
installations as they are made, 
and we urge that all industry 
members advance the idea of 
permanent air markers of por- 
celain enamel. 

This brief description of the 
segmented airport marker at 
Washington, D. C., is not pre- 
sented as comprehensive cover- 
age of the subject. For complete 
details those interested should 
contact CAA’s airport engineer- 
ing service, office of airports, 
Washington 25, D. C. 











cation of the strip specified for use 
by the landing direction indicator, as 
in the case of landing strips intersect- 
ing at very acute angles. 

Traffic pattern indicators shall be 
installed for controlling the direction 
of the trafhe pattern when there is 


any variation from the normal left- 


hand pattern. 





Closed field signal panels are 
placed in the center of the circle in 
the form of a cross to signify that 
a field is temporarily closed to all 
traffic. When this signal is used, the 
wind cone and landing direction indi- 


cator shall be removed from the circle. 


The purposes of issuing Technical 
Standing Order N5 was “to transmit 
the requirements of the Segmented 
Circle Airport Marker System” and 
“to establish the requirements as off- 
cial CAA policy for the guidance of 
allconcerned.” Furthermore, the order 
stated that it “shall govern all the em- 
plovees of CAA in their recommenda- 
tions to the public, or in their approv- 
al of the use of Federal funds for any 


item covered by this Standard.” 


Porcelain enamelers should study 
CAA marker requirements 


Now is the time for firms interested 
in the promotion and production of 
porcelain enameled air markers to 
study the background and CAA re- 
quirements for segmented circle air- 
port markers. Copies of Technical 
Standard Order N5 and CAA draw- 
ing No. 742, of the Segmented Air- 
port Marker System, may be obtained 
from Civil Adminis- 
tration, Aviation Information Staff, 
Washington 25, D. C. 


Aeronautics 
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Lucky markets 


Bi Y & ha Citlow e FINISH CORRESPONDENT 


F< | rd 


food—merchandising and 


especially frozen 


porcelain enamel are nat- 
ural mates in the plans of 
the management of Lucky 
Stores, Inc. for a series of what 
might be called super-super-markets 
to be erected in California. To judge 
by the preview afforded in San Lean- 
dro by the first of these definitely 
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post-war and new era markets just 
opened there, food shopping of the 
Arabian Nights’ 


Entertainment in a Hollywood set- 


future will be an 


ting, with World Fair colors and 
lighting out of Utopia. You pass 
through fairy-lighted portals of pas- 
tel porcelain enamel into an interior 
too functional for words, where from 
seemingly endless vistas of open dis- 
play porcelain enameled cabinets you 
serve yourself to some of the Temp- 


In the base of the store’s por- 
celain enameled tower is a 5’ 
x 12’ display case as well as 
an entrance to the market. 
Such architectural designs are 
said to be standard for all the 
markets of Lucky Stores, Inc. 


tations of St. Anthony. We have not 
heard whether there will be soft 
music. 

But just because it’s all so light 
and gay to look at, don’t imagine 
that Raymond Loewy and Associates, 
designers, haven’t thought of all the 
hard-fact angles. The food trade and 
other merchandisers are inspecting 
the new Lucky Stores setup as an ex- 
ample of ultra-practicality in moving 


to Page 64> 
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fhove: Approximately 7,200 square feet of architectural porcelain enamel is incorporated in the design of 


market and tower. The 65’ tower is 17’ 3” wide and 3’ 10” thick. Below: The interior of the market features 
16 lineal feet of refrigerated porcelain enameled cabinets devoted to frozen foods including ice creams and 


iced desserts. There are also refrigerated storage cabinets for dairy products, beverages and other perishables. 
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The business outlook for 1948 





an analysis based upon results of a symposium in which 


nationally known economists and analysts participated 


By Martin R. Gainsbiugh ° 


) USINESS activity will again 

» rise to new highs in 1948. But 
these new increases will be primarily 
a further expansion of the money 
bubble and will aggravate rather 
than reduce inflationary pressures 
built up during and since the war. 
Although national income and gross 
national production will move into 
new ground during the year, the net 
addition of real goods and services 
may be even lower than the modest 
increase recorded in 1947. Rising 
costs are making it steadily more 
difficult for American industry to sup- 
ply the additional working capital re- 
quired at each new round of the 
wage-cost-price spiral. Before the end 
of next year this shortage of working 
funds, combined with higher interest 
rates, tighter credit and the growing 
scarcity of risk capital, may compel 
many industries to postpone or fore- 
go expenditures for additional plant 
and equipment, if not to revise their 
production schedules downward. 

This analysis is based primarily 
upon the results of a symposium on 
the business outlook for the coming 
year, in which more than a dozen 
nationally known economists and 
business analysts participated, under 
the auspices of the Conference Board. 
Included in this group were promi- 
nent government analysts as well as 
representatives from educational in- 
stitutions, private research agencies 
and business. Most of this group an- 
ticipated that national income would 
rise in the first half of 1948 to a new 
high. The average for this period 
was placed at about $5 billion above 
the present annual rate. Further in- 
creases in both wholesale prices and 
in the cost of living were also re- 
garded as probable by almost all 


members of the symposium. 
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The average figure supplied for 
the index of consumers’ prices for 
the first half of 1948 was placed at 
167.5 as compared with 163.8, the 
latest figure available for 1947. 
Wholesale prices as estimated by the 
group would average about 161 for 
the next six months, or about 3 per- 
centage points higher than the pres- 
ent index. Retail sales for the first 
half of 1948 would continue at about 
their present peak level, after season- 
al adjustment. 


Experts see little gain 
in industrial production 
Despite the increase in dollar to- 
tals of these major business indica- 
tors, little if any gain in industrial 
production was anticipated by the 
group. Their estimates of industrial 
production, as measured by the Fed- 
eral Reserve index, ranged from 180 
to 195 for the first half of 1948, as 
compared with about 190 currently. 
The average of estimates submitted 
was 188, or slightly below the present 
volume of production. Although in- 
dustrial output would then, at best, 
remain relatively unchanged, there 
was virtual agreement among the ex- 
perts participating that wages would 
continue to rise and would average 
$1.50 to $2.00 per week over the 
next six months than currently. 
There is growing recognition of the 
pressure exerted upon the demand 
side by our trebled money supply. 
But there is far too little recognition 
of the like pressure of high labor 
costs per unit of product upon the 
price at which goods can be offered 
to consumers. Increased productivity 
which was counted upon to offset the 
cost impact of the last two rounds of 
blanket wage increases has not yet 


been forthcoming. It is well over two 


CHIEF ECONOMIST, 
NATIONAL INDUSTRIAL CONFERENCE BOARD 


years since the war’s end—sufhcient 
time for the increased investment in 
new plant and the improved flow of 
materials to become evident in our 
records of productivity. But when 
our volume of manufacturing produc- 
tion is compared with man hours en- 
tering into such production, we find 
that output per man hour has re- 
mained unaltered. While output per 
man hour is not increased, we have 
steadily increased the payment for 
an hour’s work. As a result, the labor 
cost per unit of goods produced to- 
day is nearly 25% higher than it 
was in the first quarter of 1946. 
Further, the labor cost per unit of 
product has increased steadily, quar- 
ter by quarter, since the war's end. 
The largest single quarterly increase 
of the past seven quarters occurred 
in the three months ending Septem- 
ber, 1947, just as the open season 
for third-round wage demands began. 
Labor cost per item of manufac- 
tured products has risen by 85% 
since 1939. Such costs bear an ex- 
tremely close relation up to the prices 
at which finished manufactured goods 
are offered for sale. The compound- 
ing of a third-round of wage increases 
upon the already swollen structure 
of manufacturing means additional 
price pressure for manufactured 
goods Industrial production 
in the closing months of 1948 was 
placed at a lower figure by most of 
the participants than the present level 
or that in prospect for the opening 
half. Among the factors stressed in 
explanation of the down-turn were 
(a) lack of capital to maintain pros- 
pective rate of activity; (b) inability 
of many consumers who have not 
shared in wage increases to buy at 
steadily higher prices; (c) declining 
to Page 66—> 
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By Hertel B. Link - 


ORCELAIN enamel as a sign- 

facing material has gained stat- 
ure by leaps and bounds since it was 
first introduced to the sign industry. 

Although its debut in this particu- 
lar field was received with consider- 
able skepticism at the time, a few 
manufacturers saw the potential value 
of porcelain enamel, despite its rela- 
tively high cost. As porcelain enamel 
was accepted by more sign makers in 
the late twenties and early thirties, 
research into every aspect of its man- 
ufacture, fabrication, maintenance 
and new uses was carried on by in- 
quisitive sign producers and by the 
Porcelain Enamel Institute, after its 
organization as a national trade asso- 
ciation in 1930. 

Among the sign manufacturers of 
that period was the Bellows Company 
of Akron, Ohio, later to be known as 
the Bellows Electric Sign Company. 
Bellows, first licensee under the 
Claude Neon patents in the Central 
and Eastern states, was constantly 
on the lookout in other industries 
for new materials and ideas that 
could be applied to its own business. 
Neon lighting was one of these new 
developments; porcelain enamel an- 
other. 

Today Bellows uses porcelain en- 
amel in the manufacture of 95 per 
cent of its volume production signs 
and in approximately 75 per cent of 
its custom made signs. Typical cus- 
tomers are Standard Oil of Ohio. 
Gulf Refining Co., Sun Oil Co., 
American Oil Co., and Pennzoil in 
the petroleum field; White Trucks 
and Nash Motors in the automobile 
field; Warner Bros., Schines. Loews. 
and Feiber Shea in the theatrical 
held; Coca-Cola, Borden’s, Walgreen, 
Peoples Drug. Pepsi-Cola, etc., in 


general industry. 
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in the production of electric signs 


Such wide use of porcelain en- 
amel in sign facings has come about 
mainly through the extensive re- 
search of both the manufacturers, 
producers of frit and steel, and the 
Porcelain Enamel Institute, function- 
ing not as individual units, but as 
a combined research organization. 
Out of this sharing of research dis- 
coveries in porcelain enamel by in- 
dustry and the Institute have come 
numerous developments which have 
improved old methods of applying 
porcelain enamel and introduced en- 
tirely new functions of the material 


as W ell. 


VICE PRESIDENT AND GENERAL MANAGER, 
BELLOWS ELECTRIC SIGN CO., AKRON, OHIO. 


One of the Institute’s services 
reminder counsel on handling dur- 
ing fabrication, shipping require- 
ments, and other phases of sign pro- 
duction—rendered periodically to the 
manufacturer, not only keeps knowl- 
edge of porcelain enamel up to date 
but aids in promoting the use of por- 


celain enamel. 


Drawings and fabrication 
must be “right” 
Accuracy in fabrication is of 
prime importance in the manufacture 
of signs employing porcelain enamel 


because of the rigid specifications for 


Commodore L. F. R. Bellows and Herbert B. Link, vice president and 
general manager, stand beneath an electric sign bearing the name of 
their company. 
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Top: Patterns are accurately proc- 

essed because porcelain enameled 

signs require close tolerance in fabri- 

cation, hole punching and fitting of 
parts. 


Center: Good fabrication practice is 
religiously followed by Bellows’ men. 
Welds are made with metal of the 
same composition as the enameling 
stock and no flux is used. 


Bottom: The porcelain enameled 

sheets are carefully checked for errors 

in color or evidence of poor enamel- 

ing work, and if the material passes 

rigid inspection it is ready for as- 
sembly. 


fitting, drilling and overall assembly. 
The workmanship that goes into the 
pattern, or full scale drawing, can- 
not be too highly stressed for it is 
from this layout that the sign facing 
is born. Inaccuracy on the drafting 
board will result inevitably in flaws 


in the finished product. This sense 


of exactness in the handling of por- 


celain enamel must extend through- 
out the plant. 

All welding, shearing, cutting, and 
punching are done prior to enamel- 
ing. Welds are made with metal of 
the same composition as the enamel- 
ing stock and no flux is used. The 
welds are solid, free from cracks and 
gas pockets, and are cleaned of slag 
and scale. Exposed welds are ground 


smooth and flush, and surfaces of 





Top: With all the preceding work 

done with an attitude of care and 

accuracy, the assembly can be accom- 

plished efficiently and the sign com- 
pleted for delivery. 


Center: Good crating practices are 
essential for safe delivery of this por- 
celain enameled electric sign to the 
customer. The importance of crating 
cannot be overemphasized. 


Bottom: Humorous but pointed cau- 

tion labels are used effectively. Many, 

a freight handler has caught the good 

spirit in which the warning is given, 

and proceeded to handle the crate 
with care. 


the metal face are ground or other- 
wise freed from defects in fabrication. 
Instructions for efficient installation 


Of equal importance to the manu- 


facturer of signs using porcelain en- 


amel is the responsibility of effici- 
ent installation without damage to 
the sign. One of Bellows’ distinctive 
aids toward this goal is the humorous 
hut pointed set of instructions and 
warnings attached to every crated 
sign that will be handled by a num- 
ber of men before reaching its des- 
tination. If satisfaction of the buver 
is to be maintained over the years, 
the porcelain enamel sign manufac- 
turer must carry on a continuous 
program of instruction for his em- 
ployees on safer and more efficient 


nethods of fabrication and shipment. 









































You need “sales insurance” 


By R.A. Dadisman + 


DOUBT if there is a single success- 

ful manufacturing business today 
that does not carry some form of 
insurance. 

We recognize the hazards to our 
investment in buildings and equip- 
ment through fire, flood, or vandal- 
ism, so we protect our investment 
with insurance. 

No one questions the necessity of 
such forms of insurance — we just 
take them for granted. 

But how many of us readily admit 
the necessity for carrying sales insur- 
ance? In fact, to put it bluntly, how 
many of us know the meaning of 
sales insurance, the various forms in 
which it can be obtained, or the 


amount that should be carried? 


Compare the hazards 


It is true your plant may become 
damaged in some way. But that will 
he accidental —no forces are con- 
spiring to destroy it. 

And yet, there are many forces 
deliberately and continually striving 
to take away from you the business 
you have carefully built up at great 
expense and effort over the years. 

Unlike your plant and equipment, 
once your markets are gone you may 
never get them back; certainly you 
cannot buy them back as easily or as 
quickly as you can purchase new 
buildings and equipment. 

Here are just a few of the competi- 
tive forces that are constantly reach- 
ing out for porcelain enamel markets: 

1. Aluminum 
2. Aluminum Coated Steel 
3. Plastics 
4. Stainless Steel 
5. Synthetic Finishes 

6. Other porcelain enamelers 

(These groups include many power- 


Jul sales and advertising programs.) 
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for your business 


Aside from all these competitive 
forces that are deliberately attacking 
your markets, there are the natural 
forces which, like the shifting winds, 
may turn against you at the slightest 
quirk of circumstance. 

A clash of personality, a change 


of personnel, a breakdown in your 
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plant, a strike — these are just a few 
of the many unpredictable and un- 
controllable circumstances that may 
take contracts away from your busi- 
ness, if not from the entire porcelain 
enameling industry. 


Yes, your fully insured plants are 


tangible, physical things around 
which you can build a fence and 
keep intruders out— but you can’t 


fence in your markets. 


Why sales insurance now? 


The most difficult hurdle that con- 
fronts insurance salesmen is the pros- 
pect’s hesitation to part with money 
now to protect himself in a future 
that seems far away. 

To most of you this natural hesi- 
tation is further supported by the fact 


that you cannot get enough enamel- 


THE AMERICAN ROLLING MILL COMPANY; 
CHAIRMAN, PE| MARKET DEVELOPMENT COMMITTEE 


ing iron now to supply the demands 


for your products. 


The true story on the steel situation 


Since the end of the war the steel 
industry has invested over a billion 
dollars in expansion and improve- 
ment — almost half a billion so far 
this year. During the last part of 
1947 and 1948, an additional 214 
million tons of steel ingot capacity is 
scheduled for completion. In addi- 
tion, nearly 3 million tons of new 
coke oven facilities, 3 million tons of 
new sheet and strip capacity are also 
under construction. This new sheet 
capacity should be completed before 
the end of 1948. 

The current tightness in the steel 
market is attributed largely to the 
loss of 18.000.000 tons of steel ingots 
caused by strikes since the end of 
the war. A full year of production 
without strikes would greatly change 
the steel supply picture. 

Meanwhile, aluminum, plastics and 
stainless steel are in plentiful supply 
right now. 

Surely, with these facts in mind, it 
should not be a question of whether 
or when to buy sales insurance. but 
what kind of coverage is best under 


present conditions. 


What kind of coverage? 


Sales insurance is not a standard 
policy you can buy to fit any indus- 
try or business. As with other forms 
of insurance, you must determine the 
kind and extent of coverage that fits 
your special needs. 

Also, like any other type of insur- 
ance, you have to continue paying 
your premiums year after year. The 
amount you should carry is relative 
and variable — depending upon the 
volume and kind of sales you want to 
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underwrite, and the efforts of compe- 


tition. 


Group sales insurance 


In some cases a group of manu- 
with 


interests can purchase Group Sales 


facturers identical or related 
Insurance with much broader cover- 
age at a lower total cost than if each 
manufacturer were to attempt the 
whole job individually. Moreover, by 
such group activity you get a plus 
value of prestige and recognition that 
reflects favorably on all who identify 
themselves with the group. 

The porcelain enameling industry 
happens to be in this fortunate posi- 
tion. Manufacturers of porcelain en- 
amel products, as well as the suppli- 
ers of steel, frit, chemicals, and equip- 
ment all have a common stake in ad- 
vancing the interests of porcelain en- 
All, too, are affected by the 
same competitive materials. 

The Institute 


recognized this several years ago, and 


amel. 


Porcelain Enamel 
took out a group coverage policy on 
the future sales of the industry 
will pay handsome dividends as the 
supply situation eases. 

The first step was to select a group 


of experienced counsellors. who were 


that 


familiar with the needs of the indus- 
try and the available forms of sales 
insurance by which these needs could 
be served most effectively and eco- 
nomically, 

Such a group was selected from 
within the industry. Programs were 
drawn up and approved. With the 
aid of a competent marketing agency 
these programs have been faithfully 
carried out during the past four years. 


What does P.E.I. policy cover? 
Here are the major phases of sales 
insurance with which the Porcelain 
Enamel Institute provides full cover- 
age to all manufacturers of porcelain 
enameled products, their suppliers, 


and their customers: 


1. Improving Porcelain Enamel 

For next year, as for many years 
past, the Porcelain Enamel Institute 
is sponsoring and financing an inten- 
sive program of creative research at 
the U. S. Bureau of Standards. This 
is being done to develop higher stand- 
ards of quality and better methods of 
testing to insure conformity to these 
high quality standards. 

Moreover. leading producers of en- 


ameling iron and frit, all of whom 






are heavy contributors to P.E.I. ac- 
tivities, are carrying on intensive re- 
search work toward major improve- 
ments in the finished porcelain enam- 
eled material. Sufficient progress has 
been made to assure such a vastly 
improved product that high grade 
synthetic finishes will soon find diffi- 
culty in competing. 


2. Training Salesmen 

One of the greatest needs facing all 
industry today is that of rebuilding 
and retraining its sales force. Our 
total sales and distribution force is 
less than half the number that ordi- 
narily would be required to move the 
present volume in a normal competi- 
tive market. 

To help meet this need, the Market 
Development Committee of the Insti- 
tute will undertake a comprehensive 
sales training program, which will 
include all the advantages of porce- 
lain enamel as well as the methods of 
demonstrating these advantages. 

When an effective 


sales training program has been com- 


and workable 


pletely organized and tested, it will 
be offered to all manufacturers who 
produce or use porcelain enamel. 


to Page 66 —» 
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PORCELAIN EUAMEL 


The Porcelain Enam- 
el Institute exhibit at 
the ICHAM meeting 
in Cincinnati stressed 
the selling points of 
porcelain enamel and 
displayed technical 
and sales literature 
supplied to Institute 
members. 
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A typical Goodyear modernization job 


DD 


N the modernization of the Gregg 
| ire Co., Topeka, Kansas, archi- 
tectural porcelain enamel provided 
the building with a permanently at- 
tractive exterior. The channel of the 
identification letters and the facing 
of the “Goodyear” electric sign on 
the roof are also porcelain enameled. 
The electric sign was built by Bellows 
Electric Sign Co., Akron, Ohio. 


The exterior identification was de- 
signed by the Identification Division 
of The Goodyear Tire & Rubber Com- 
pany, Inc., Akron. 


General contractor of the job was 


Douglas Construction Company. with 


the installation under the supervision 
Archi- 
tects for the modernization job were 
Cuthbert and Suehrk. 


of Ray Anderson of Topeka. 


The channel letters are blue face 
with yellow edge, and were provided 
by Davidson Enamel Products, Lima, 
Ohio, supplier of the architectural 
porcelain enamel. 

This “face lifting” job is typical 
of many such projects throughout the 
country where architectural porcelain 
enamel is being employed to provide 
buildings with that “new look.” 
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talk ground coat evaluation and discuss unusual plant problems 


OUR editor had the pleasure of 
attending the Eastern Enamelers 
Club meeting, Saturday, November 
22, at the Sylvania Hotel in Philadel- 
phia. Representatives were present 
from practically all sections of the 
area covered by the Eastern Club. 
Nathan Klein, Club president, asked 
for suggestions from the membership 
that could be used by the program 
committee in the developing of con- 
structive programs for later meetings. 
It was decided with the approval of 
Club members to invite a “panel of 
experts” to the next regular meeting 
scheduled for February 7. Included 
in the panel will be men with prac- 
tical field experience who will be in 
position to answer pertinent shop 
questions presented by the enamelers. 
It is planned also to have as members 
of the panel men who are familiar 
with the current steel situation, con- 
tinuous pickling, etc., in addition to 
the majority of the group who will be 


questioned on general shop practice. 


Two frit men speak 

Featured speakers for the meeting 
were L. A. Johnson, Chicago Vitreous 
Enamel Product Co., whose subject 
was “Evaluating Workability of Sheet 
Steel Ground Coats,” and M. Bozsin. 
Ferro Enamel Corporation, who spoke 
on “Checking Unusual Plant Prob- 
lems by Analytical Methods.” 


Ground coat evaluation 

Mr. Johnson explained the diffi- 
culty of giving numerical ratings to 
ground coat characteristics as_ the 
reason for usually referring to them 
as having good or poor “workabil- 
ity.” He emphasized the fact that 
laboratory tests should not replace 
plant testing, but should be consid- 
ered a preliminary. 

With slides showing photographs 
and detailed charts to illustrate his 
points, the speaker showed methods 
of checking frit fusibility and the use 
of fusion flow buttons. He explained 
that hardness buttons instead of flow 


buttons where used for compounding 
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frits. He then demonstrated the dif- 
ferent effects that may be obtained in 
ground coat characteristics by using 
varying ground coats of both 2-frit 
and 3-frit combinations, even though 


identical mill additions are employed. 


It was pointed out that while hard- 
ness is a most important factor in 
any ground coat, “range” of hardness 
is also quite important. It was ex- 
plained that usually if an enamel de- 
velops adherence at low temperatures 
it shows bad burn-off characteristics. 


“ 


Stability of ground coat as to “set” 
must be good in order to control dip 
weights. This is also true when using 


automatic spraying equipment. 
The use of anti-copperheading frits 
in small percentages for the reduc- 


tion of copperheading tendencies was 


istics, and the problem should be 
answered in the ground coat com- 


bination. 


Unusual plant problems 

Mr. Bozsin referred to the “in- 
tangibles” which may often cause 
serious and protracted troubles in 
plant operation. He suggested that 
when the ceramic and mechanical en- 
gineer have exhausted their possibil- 
ities in searching for plant difficulties 
it might be well to call in the chem- 
ical engineer. 

Some of the possible sources of 
serious enameling difficulties include 
water vapor which may cause blis- 
ters; acid gases from fuels, causing 
scumming; and sulphur trioxide. 

Mr. Bozsin cited one example where 


a plant had recurring difficulties from 
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One of the slides used by Johnson shows firing range of three enamels 
as determined by test panels on cold and hot points, 


explained. It was demonstrated that 
compatibility of different ground coat 
combinations is important if they are 
to become mixed in plant operations. 
Some ground coats can not be mixed 
without affecting texture. Sponginess 
in cover coats can result from an 
abnormal bubble structure in the 
ground coat. Sagging in cover coats 


is the result of ground coat character- 


scumming over a 10-year period. By 
completely checking the atmosphere 
in the furnace and driers, and the 
plant atmosphere as well, the source 
of the difficulty was determined and 
the 10-year scumming trouble elimi- 
nated by turning six valves to correct 
the air input in the furnace and by 
changing direct-fired driers over to 
Vore—> 
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indirect heating. 




















EASTERN 
ENAMELERS CLUB 
SNAPSHOTS 


Top row: Left to right, James Cahill, 
Youngstown Sheet & Tube, club vice 
president, and Howard Williams, 
Pemco, club secretary; Elliott C. 
Aydelott, Murray Corporation, and 
W. H. Davis, Harshaw Chemical. 


Second row: Horace Drever, The 
Drever Company; Ed Walker, Rob- 
erts & Mander. 


Third row: Nathan Klein, Caloric 
Stove Corp., club president; Charles 
Dambach, Keeley Stove. 


Bottom row: Gustitis and Petersen, 

Roberts & Mander; Speakers M. Boz- 

sin, Ferro Enamel, and Lee Johnson, 
Chicago Vitreous. 
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Another plant had degreasing 
equipment installed only 50 feet from 
the enamel plant. Although only .8 
part per million of chlorine was 
shown to be present, severe Copper- 
heading was resulting. In this in- 
stance .] part per million is the dan- 
ger point. The degreasers were moved 
and the trouble eliminated. 

In another plant vapors were con- 
densing on a zinc coated ceiling 
where in combination with heat an 
oily liquid was forming and collect- 
ing on buss bars. It was found in 
this instance that the air intake was 
only 10 feet from the pickle room ex- 
haust. Filters on spray booths were 


contaminated and the alkaline enam- 


els were absorbing sulphur. The 
complete plant, in this instance, had 
a too-high concentration of sulphur. 
A simple but effective ventilation was 
employed to correct the trouble. 
According to Mr. Bozsin, the slight 
difference between 1% and 3% 
water vapor represents the difference 
between a good furnace and a poor 
furnace. Tight muffles and proper 
stack adjustments are “musts.” The 
practice of hanging wet ground coat 
on the feed end of the furnace chain 
without pre-drying was cited as invit- 
ing difficulties. In one case on the 
West Coast, a plant is going so far as 
to “air condition” the interior of a 


radiant tube furnace to control hu- 





midity. Stack temperatures above 
500° F. 
said to be operating at 1100° F. to 
1200° F. 


waste money, but some are 


Other furnaces are operat- 
ing with from 15 to 50% excess air 
up the stack. 

Mr. Bozsin explained equipment 
and methods that can be used to com- 
pletely check the plant and equipment 
atmospheres, and the condition of 
furnaces. (Example—see “New Tem- 
perature-Recording Instrument,” page 
98, November, 1947 finish.) It is 
suggested that some of these checks 
can be readily made within a plant 
if proper equipment and training are 
employed. 


Chicago district enamelers December meeting 


discuss drawing compounds and property engineering 


NE hundred and eight members 

and guests attended the second 
fall luncheon meeting of the Chicago 
District Enamelers Club, Saturday, 
December 6, at the La Salle Hotel. 

Guest speakers included Dr. A. I. 
Andrews, University of Illinois; Her- 
bert Van Straaten, Van Straaten 
Chemical Co.; Paul Jenkins and Roy 
Stapleton, Chicago Technical So- 
cieties Council. 

Jenkins, executive secretary of the 
Council, discussed the work of vari- 
ous Council committees, and an- 
nounced that plans for a new build- 
ing for the Council were being con- 
sidered. 

Wayne Deringer, A. O. Smith, 
Corp., president of the club, appoint- 
ed R. L. Cook, University of Illinois; 
D. W. Mathew, Ice Cooling Appli- 
ances; and Rudyard Porter, Carne- 
gie-IIlinois Steel Corp., as a nominat- 
ing committee for an officers’ slate 
for 1948-49, 

Albert Friedmann, Better Enamel- 
ing, chairman of a committee on 
selecting a porcelain enameling in- 
dustry exhibit for the Chicago Tech- 
nical Conference Show, reported a 
cooperative plan for financing the ex- 
hibit, and also submitted suggested 
long range plans for a permanent 
exhibit at the Museum of Science and 
Industry. Other members of the com- 
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mittee are George Tuttle, Benjamin 
Electric Co., and Dana Chase, finish. 


Drawing compounds 


Van Straaten presented his views 
on “Drawing Compounds for Porce- 
lain Enameling,” then conducted an 
open forum on the subject. He di- 
vided his topic into tangibles and 
intangibles. The tangible qualities 
are drawing capability and price per 
pound. Van Straaten discussed thor- 
oughly the intangibles of cleanabili- 
ty and cost of using. 

It is difficult to show just what a 
clean piece of material is, said the 
speaker, startling many of his listen- 
ers by venturing that he no longer 
considered “water break” as a relia- 
ble test. No test was suggested other 
than production run results. Speci- 
fically, he said drawing compounds 
should be 100% soponifiable, should 
contain no pigment unless selected by 
experts, must not rust, corrode, etch 
or pit, and also should clean in a 
specified time at a specific cost. 

Since the cleaning standards of the 
porcelain enameling industry are the 
highest for any finish, he stated that 
drawing and cleaning compounds 
should be made and tested entirely 
for the enameling industry. 

After suggesting that the press- 
room and purchasing department 


work together in acquiring reliable 
compounds, he opened the question 
and answer forum. 


Question, What is your reaction to an 
emulsifying type of precleaner? 

Answer. \f you refer to a solvent type 

not practical, never have seen an emul- 
sifier as effective as an alkali. 

Question. How long may a drawing 
compound be left on metal and still be 
an effective cleaner? 

Answer. Indefinitely, but more difficult 
lo remove as time goes on, 

Question. What about using a washer 
prior to a cleaner? 

Answer. Big help—will reduce load on 
cleaning tank, and also is better insurance 
against mistakes in the pressroo, 

Question. How to remove oil or foreign 
coatings from steel? 

Answer. Some steel entering plants to- 
day has an element of surface tension 
which makes cleaning 2-5 times more diff- 
cult. For eliminating the surface tension, 
the highest type of cleaning compounds 
and experience is needed. In many cases 
today where frit is thought to be the source 
of trouble, surface tension due to improper 
cleaning should be blamed. Also, few 
plant men realize that contamination often 
comes from rinses which are a most im 
portant dip, but most neglected, 

Question, What about using drawing 
compound before welding? 

Answer. It should be removed before 
annealing or welding. 


Property engineering 


Dr. Andrews’ subject, “Property 
Engineering in Porcelain Enamels,” 
was directed towards thinking about 
new uses for porcelain enamels. He 
defined property engineering as “a 

to Page 70-> 
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Enameled art 





from 15th century to 1948 








COURTESY THE CLEVELAND MUSEUM OF ART 


Right above: This “Trip- 

tych” is the work of an 

early XV Century French 
Burgundian, 


{hove: Reproduced nearly 
twice its actual size is this 
XVI Century “Siren.” 


Left: An Italian artist, 
about 1500, produced this 
* Angel” in gold and enamel. 





Secon on metal had been 
practiced as a severely conven- 
tional art for centuries before the de- 
velopment of painted enamels in the 
15th century allowed the enamel 
craftsman the freedom of a painter. 
Famous paintings, events and scenes 
were then reproduced in enamel, with 
thousands of Renaissance works still 
existing today in excellent condition. 

At the 10-week Exhibition of Gold 
at the Cleveland Museum of Art, 
which concludes January 11, more 
than 300 displayed objects attest to 
the permanence of enameled artware. 

Probably the most spectacular piece 
on exhibition is “The Siren’’, attrib- 
uted to Benvenuto Cellini, XVI Cen- 
tury Florentine. It is said to have 
been sent to an Indian Mughul em- 
peror by a Medici prince. Seized in 
the Indian Mutiny of 1857, it was a 
possession of the Rothschild family 
for generations. The torso of the fig- 


ure is formed by a huge baroque 


JANUARY « 1948 finish 


COURTESY AMERICAN ARTIST 


Versatility in the use of colors in porcelain enamel art of today is depicted 
by Edward Winter's full-color “Flowers” mural and plaque. 


pearl on which head. arms and tail 
or gold, covered with enamel and 
decked with jewels, are fitted. It was 
loaned to the Cleveland Museum by 
Duveen Bros.. Inc... N. Y. 

One of the most exquisite examples 
of enameled art is the “Triptych” by 
in early X\ 


vundian. 


Century French Bur- 
The central decoration is 
1 carved cameo around which folding 
doors tell the “Life of the Virgin” in 
scenes painted in enamel of an almost 
unbelievable fineness. It was loaned 
to the museum by Rosenberg & Stie- 


bel, N. Y. 
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our golden “Angels”, their faces 
and draperies done in enamel and 
their wings in precious metals, are 
from the Metropolitan Museum of 
Art. New York. Only two inches high 
is the “Crucified Christ’, all-over en- 
ameled, loaned by The Walters Art 


Gallery. Baltimore. 


Modern enameled art 


Enameling as a modern art reaches 
a high point in the works of Edward 
Winter of Cleveland, Ohio. 


access to large industrial furnaces. 


Having 


he is able to turn out pieces much 


larger than those of the artist work- 


ing with small studio kilns. One of 


his largest works, the seven-foot cop- 


per mural, “Animal Kingdom,” ex- 
hibited at Treasure Island, San Fran- 
cisco, in 1938, has made decorators 
aware of the possibility of incorporat- 
ing enameled murals into the corri- 
dor walls of large buildings. 

The February issue of finish will 
carry an account of modern enameled 
artware displayed at the 12th Na- 
tional Ceramic Exhibition, Syracuse 
Museum of Fine Arts, Syracuse, 
N. Y.. November 9 to December 7. 
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Here Are the Answers 








to Consumer Resistance! 


Retail authorities are agreed there must be 
good design and fine quality compensation 
for higher prices, if consumer buying is to 
be maintained at profitable levels. And it 
is precisely home furnishings possessing 
these vital qualifications that you will find 
featured by exhibitors at The Merchandise 
Mart’s International Home Furnishings 
Market. 


has grown still further in size since the last 
Market as more and more key producers 
have joined the family here! 

Style-right merchandise of noticeable 
quality will be featured here at this Market. 
And, equally important, the advertising, 
display and promotional ideas that will 
help you sell what you buy. 

At this critical 





In this immense 
building you will find 
the largest concentra- 
tion of creative lead- 


ers in the industry— 





a concentration that 


THE INTERNATIONAL 
HOME FURNISHINGS MARKET 


January 5th to 17th inclusive 


period in American 
retailing The Mer- 
chandise Mart, more 
than ever before, is a 


must for every home 








furnishings buyer. 


THE MERCHANDISE MART 





Centered for Efficient Year-Round Buying and Distribution 
CHICAGO 
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of cooking and heating appliance manufacturers 


Sheldon Coleman is new Institute president 


UDGING from the attendance at 
the Institute 


Heating 


of Cooking and 
Manufacturers 
Netherland 
Plaza on December 1, 2 and 3, the 


Appliance 
convention, held at the 


stove industry has many current prob- 
which the 
can best be handled through coopera- 
tive effort. Of the three days allotted 
for the 15th Annual ICHAM Conven- 


tion, 


lems manufacturers feel 


only one-half day, Tuesday 
morning, was allotted for a “general 
session,” the remainder of the time 
being devoted to divisional meetings 
where members could get down to 
brass tacks with other manufacturers 
of the same type of product. 
Monday’s program included a meet- 
ing of the Board of Trustees, with 
M. F. Cotes, executive vice president 
of Motor Wheel Corporation, and In- 
stitute president, presiding; a meet- 
ing of the Oil Division Technical 
D. Olds, chief 


design engineer, The Coleman Com- 


Committee, with A. 
pany, Inc., presiding; a luncheon 
meeting of the Kerosene Stove Manu- 
facturers; a meeting of the Gas Range 
Executive Committee, with A. B. Ritz- 
enthaler, vice president of The Tap- 
pan Stove Company, presiding; a 
meeting of the Oil Division Executive 
Committee, with A. T. Atwill, presi- 
dent of Quaker Manufacturing Com- 
a meeting of the 
Export Committee, with Arch. Black, 
vice president of Borg-Warner In- 


pany, presiding; 


ternational Corp., presiding; and a 
meeting of the Electric Range Divi- 
sion, with A. K. Walton, vice presi- 
dent of Newark Stove Company, pre- 


siding. 


General session 

Tuesday morning’s general session, 
with President Cotes in charge, fea- 
tured four leading speakers with in- 
formation of importance to the entire 
membership. First on the program 
was the president’s annual report to 
the members. 


Francis H. Russell, director of the 
Office of Public Affairs and Advisor 
on Policy Planning Staff of Depart- 
ment of State, then spoke on “Euro- 
Its Mean- 


This was 


pean Reconstruction and 
ing to American Business.” 
followed by a talk, “The Business 
Outlook for 1948,” by Martin R. 
Gainsbrugh, chief economist, Nation- 
al Industrial Conference Board, Inc. 


of Kittelle and 


Lamb, Institute Counsel, closed the 


J. Loren Freund, 
morning session with a report, “Five 
Months of the Taft-Hartley Act.” 


Tuesday afternoon, in the meeting 
of the Gas and Combination Range 
Division, porcelain enamel was fea- 
tured under the heading, “New Tech- 
Enameling.” 
L.. Meach- 
am, sales manager, Chicago Vitreous 
Enamel Product Co., and G. H. Me- 


Intyre, vice president of Ferro En- 


niques in Porcelain 


Scheduled speakers were F. 


amel Corporation. 


One of the reports included in the 
Gas Space Heater and Floor Furnace 
Division program was that of F. D. 


Hart, president, Tennessee Enamel 


Jimmy Dorsey treats the stove men to the latest in musié and entertainment. 
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Manufacturing Company, reporting 
for the Special Committee on Service 
Manuals. Presiding at this session 
was R. M. Liedstrand, vice president 
of Dearborn Stove Company. 

Included on the Oil Division was a 
talk. “Fuel Oil Outlook.” by D. S. 
Warning, manager of distribution, 
Economics Department, Standard Oil 
Company of Indiana. 

The raw material situation was dis- 
cussed also by the Solid Fuels Divi- 
sion, with E. M. Douthat, president, 
Locke Stove Company, presiding. The 
“Foundry Raw Material Supply Situ- 
ation for 1948 
Coke,” 


Claussen, manager, Pig Iron Divi- 


Pig Iron, Scrap, and 


was the subject of John A. 


sion, American Iron and Steel Insti- 
tute, while the “Future Potential for 
Solid Fuel Stoves,” was discussed by 
J. Nelson Stuart, 


heating service, National Coal Asso- 


director of coal 


ciation. 
Jimmy Dorsey furnishes 
entertainment 
In accordance with custom, Tues- 


day evening was set aside for the 
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Above: The three smiling gentlemen 
enjoying lunch are, left to right, 
Marshall Hanson, National Pressure 
Cooker Co.; Pemco Corporation’s 
Charlie Lohman; and Kenneth Brown, 
of Brown Stove Works. Below: In 
serious conversation are J. E. Russell, 
Majestic Manufacturing Co., and 
John A. Seubert, president of Estate 
Heatrola Division of Noma Electric. 


Finishfotos from stove meeting 
Above: Newly elected president, Shel- 
don Coleman, has an engaging smile 
for the camera. Lower left: Murray 
Corporation’s Home Appliance Divi- 
sion is well represented by L. S. Wei- 
mer, H. M. Strong, F. W. Boynton 
and H. C. Beresford. Lower right: 
Seated in the O. Hommel exhibit are 
A. A. Price, The Nashville Corp.; 
O. Hommel’s Shipp Davis and Ernest 
Hommel; and W. R. Mabee, Tappan 

Stove Company. 


Above: Steel and porcelain enamel is 
represented in this group by, lejt to 
right, W. A. Kuenzel of Armco; Ed 
Mackasek, managing director of the 
Porcelain Enamel Institute; and 
George Sirovy, Jr., of Century V itre. 
ous. Below: These men make the 
tools to fire the ware. They are Fran. 
cis Fahrenwald and Angell Rasmussen, 
both of The Fahralloy Corporation 
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highlight of social activity consisting 
of the president’s reception and ban- 
quet. Music and entertainment for 
the banquet was under the personal 
direction of Jimmy Dorsey. Open 
house parties were sponsored by the 
Merchandise Mart and Robertshaw- 
Fulton Controls Company. 


Wednesday, concluding day for the 


;. Loren Freund 


convention, saw the Credit Managers 
in a meeting headed by B. J. Adams. 
credit manager of Motor Wheel Cor- 
poration; the Financial Executives 
and Accountants, with A. F. Jacques. 
treasurer, A. J. Lindemann & Hover- 
son Co.. presiding; Labor Relations 


Officials, with F. H. Guthrie, presi- 


dent of Newark Stove Company, in 


charge; and Sales and Advertising 
. Kaiser. assis- 
tant to the president, Detroit-Michi- 


i:xecutives, with F. 


xan Stove Company, presiding. 

The first speaker in the meeting of 
the Financial Executives and Ac- 
countants was R. W. Bowman, con- 
Newark Stove Company, 
whose subject was “Useful Reports 


to Management by Financial Execu- 


troller. 


tives.” (See complete text in this 
issue of finish.) 

The theme of the Labor Relations 
meeting was “What makes good re- 
lations between labor and manage- 
ment?”, which was covered in a 
round table discussion by members 


of the ICHAM Labor Relations Com- 


inittee. 


Sixty exhibitors 
Sixty suppliers to the stove indus- 


try presented exhibits of their prod- 


finish sANUARY « 1948 


ucts for the benefit of stove industry 
members. Of prime interest to the 
porcelain enameling industry were 
the exhibits of the Porcelain Enamel 
Institute, Ferro Enamel Corporation, 
and O. Hommel Company. One of 
the outstanding exhibits was that of 


Owens-Corning Fiberglas Corporation. 


The president's report 
M. F. Cotes, Institute president. in 
his annual report to members, traced 
the growth of the stove industry co- 
operation from the 10th annual meet- 
ing of the National Association of 
Stove Manufacturers. held in October. 
He outlined the benefits of 


\ssociation activity through a de- 





New ICHAM Officers 
Sheldon 


Coleman Company. Ine... Wichita, 


President: Coleman, The 
Kansas. 

Secretary-Treasurer, Chairman of the 

Raul- 

ston. United States Stove Company. 


South Pittsburgh. Pa. 
c 


Finance Committee: J. L. 


Vice President. Chairman of Execu- 
tive Committee: Stanley EF. Little, 
(American Stove Company, Cleve- 
land. Ohio. 

Vice President, Publications: F. A. 
Kaiser, Detroit—Michigan Stove 
Company, Detroit. Michigan. 

Alden 


P. Chester. Globe American Cor- 


Vice President, Memberships: 


poration, Kokomo. Indiana. 

A. K. Wal- 
ton, Newark Stove Company. New- 
ark. Ohio. 


Vice President. Meetings: 





pression, a war, and the reconversion 
period. He pointed to the total 
ICHAM membership of 175. stove 
manufacturing concerns as an_all- 
time high. During 1947 the Institute 
added a new product division devoted 
to the interests of gas space heater 
and floor furnace manufacturers. 

He reviewed production figures re- 
leased by the Bureau of Census show- 
ing that electric range production in 
the first three quarters of the year 
totalled 834.000 units, as compared 
to 577,000 units for the entire year 
1946, Gas range production (includ- 


ing standard, apartment and bunga- 


low types) for the first nine months 
of 1947 totalled 1,659,000 units, as 
compared to 1,765,000 units for the 
entire year 1946, 


production in nine months totalled 


Kerosene stove 


1.082,000 units, as compared to 1.- 
174,000 units for the whole of 1946, 
Coal cooking stove production 
through September totalled 368,000 
units, compared to 407,000 units in 
1946, Stated another way. produc- 
tion of all types of cooking appli- 
ances, except coal and wood ranges 
and combination ranges, is above 
pre-war peak levels, with electric 
ranges heading the field with a 100 
per cent gain over the base period 
(1940-1941). 


The space heating picture shows 
even more startling changes. Inthe 
first nine months of 1947, gas space 
heater production was 350.000 units 
above the figure for the entire year 
1946, and oil space heater produc- 
tion in nine months was 300,000 
units above the total figure for all 
1946. This is significant, especially 
when it is remembered that in 1946 


the oil space heater industry doubled 


Vartin R. Gainsbrugh 


its pre-war production figures. Only 
in the coal heating industry is a 
drop in production evident for this 
year. Of a total of 4,250,000 heat- 
ing stoves in the first nine months 
of 1947, 2215 per cent were coal 
and wood-burning, 3814 per cent 
gas-burning. and 39 per cent oil- 
burning. 

Inventories of all types of stove 


to Page 70-> 
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T’S HERE 


Remember—two months ago we promised you a new cadmium red—as 
outstanding as Ferro’s Black. This red is now available for Porcelain enameling. 
Extremely strong and unusually stable, this rich, clean red meets high 
physical tests . . . is exceptionally trouble-free . . . and like all Ferro oxides—has been 
production proved. Moreover, this “better” red is available in quantity and in 
a color range of light orange to a dark red. 
If you haven’t yet tried it, order a sample today. 


Why not send us a color swatch to match? FERRO vy) 


We'll do the rest. 
ENAMEL CORPORATION 


4150 East 56th Street e Cleveland 5, Ohio 


Plants in Los Angeles, Cal. and Nashville, Tenn. 


Also Foreign Countries 
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NEW: | 


oa ncamer, t  so 


Hackler to North Carolina State 


The Ceramic Engineering Depart- 


ment, North Carolina State College, 


has announced the appointment of 

William C. Hackler 

staff. 
Hackler 


vinia 


to the teaching 


was graduated from Vir- 
1943 
Bachelor of Science degree 


Polytechnic Institute in 
with the 
in Ceramic During the 


war he served with the 104th Infantry 


Engineering. 
Division in Germany as a captain. 
1946- 
17, Hackler completed the require- 
ments for the Master of Science de- 
V.P.I. 


“An Investigation of Hudson River 


During the academic year 


gree at His thesis was titled 


Clay Deposit.” 


Forums on ceramic industry jobs 
at Alfred University 


A series of forums on “Jobs in 


Ceramic Industries” is being spon- 
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sored at the New York State College 
of Ceramics at Alfred University by 
the student branch of the American 


Ceramic Society. The series is de- 
signed to present a cross-section of 
the industries which ceramic students 
may enter and to give seniors more 
specific information about the types 


of jobs available. 


Youngstown plans to boost 
coke and iron production 
Tube 


Company plans to boost coke and 


The Youngstown Sheet and 


iron production at its Indiana Har- 
East 


Sev enty -five new coke 


bor plant, Chicago, Indiana, 
next summer. 
ovens are to be built and the No. 1 
blast furnace is to be rebuilt and en- 
800 to 1.400 tons per 


larged from 


day. 


Fowler Manufacturing expands 


Establishment of sales representa- 


tives in China, Japan and the Far 
Kast was announced by Paul L. 
Fowler. president, Fowler Manufac- 


Portland. 
coincident with a report of the first 


turing Company, Oregon, 


sales in Manila and The Philippines. 
Makers of 


with porcelain enameled tanks, the 


electric water heaters 
Fowler concern only recently expand- 
ed its market from 1] western states 
and Canada to the midwest and south- 
ern states through an agreement with 
Nash-Kelvinator The 


facture of heaters was consolidated 


Corp. manu- 


in Portland when the firm occupied 
a streamlined white stucco building 
























in May, 1945. (See “This West Coast 


Plant Can Produce Porcelain Enam- 


eled 


Heaters in 
1946, finish.) 


Water 
Vovember, 


Quantity,” 


A visitor from Sweden 
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\ recent visitor at the finish offi- 
ces was Torsten Collen, general sup- 
Kockums Jernverk 
Kallinge, 


erintendent, 
(Kockums Steel Co.), 


den. 


Swe- 


The steel company rolls sheets for 
enameling and, in conjunction, oper- 
With these 


facilities, the company casts and fab- 


ates a grey iron foundry. 


ricates parts for electric ranges, gas 
ranges, sanitary ware and holloware. 
These parts are then transferred to 
the firm’s enameling plant (Kockums 
Emaljerverk) in Sweden. 

Mr. Collen was in the States for 
approximately two months with Erik 


Kockum, 


In commenting 


Ronneby; 


president. 
to finish, Collen 


said they were glad to visit the States 


company 


again as there had been no oppor- 
during the war to develop val- 
contacts. He 


very “big 


tunity 


uable business said 
they 


tality 


had found hospi- 
and kindness everywhere they 
went in the United States, including 
steel mills, plants making ranges, and 
enameling plants. 

Our 


December 5. 


visitor returned to Sweden. 


via the “Gripsholm.” 


Leeds & Northrup buys additional 
building in Germantown 
Purchase of a two-story and base- 


building at 34 East 


ment 


Logan 
13 









































Street, one block from its main plant. 
by Leeds & Northrup Company. man- 
ufacturers of electrical measuring in- 


struments, controls and 


automatic 
heat-treating furnaces, has been an- 
nounced by C. S. Redding, president 
of the 48-year-old firm. 

The newly accquired property will 


add approximately 11,000 sq. ft. of 


floor space to the 288,886 sq. ft. now 


in use at the firm’s plant on Stenton 
Avenue. 


PEI sign division to meet 
during 2nd Sign Convention 
\ meeting of the Sign Division, 
Porcelain Enamel Institute. will be 
19, at Hotel 
Stevens, Chicago, during the Second 


Annual Convention of the National 


held Monday, January 


Electric Sign Association. The Con- 
vention will last from January 19 
through 21. 

The agenda of the PEI Sign Divi- 
sion will inelude: (1) proposal for 
the Institute to adopt standard colors 
for porcelain enamel sign manufac- 
turers, (2) election of a divisional 
chairman, (3) election of a divisional 
Market 


ment Committee, (4) 


representative on Develop- 
discussion of 
1948 Sign Market Promotional Pro- 
gram, as recommended by the Market 
Development Committee, and (5) 
general problems of the porcelain 
industry. 


enamel sign including a 


discussion of specifications. 
Industry members planning to at- 
tend the convention, and requiring 
hotel accommodations, should write 
or wire the Stevens Hotel immediate- 
ly. stating their reservations are for 
the NESA Convention. Ed Mackasek. 
managing director of the Institute. 
has asked that his offce be advised 
of intended participation in the meet- 
ing so that necessary arrangements 


can be made. 


Materials Handling Conference 
to discuss handling machinery 
More than a dozen topics of vital 
interest to the machinery industry 
will be discussed at the Conference 
on Materials Handling which will 
be a feature of the second National 
Materials Handling Exposition to be 


I 


held at the Public Auditorium. Cleve- 
land, Ohio, January 12-16. 

The major theme of the discussion 
will be cost reduction through im- 
proved handling. Discussion subjects 
have been selected for their widest 
appeal from the practical operating 


standpoint. 


Joseph Foster dies 


Joseph Foster, vice president, The 
Enamel Products Co.. died Nov. 19 at 
his home in Shaker Heights. Ohio. 

\ founder of Enamel Products in 
1912, Foster was an outstanding fig- 
ure in the porcelain enameling indus- 
try for almost 40 years. He was ac- 
tive in the affairs of the Porcelain 
Enamel Institute since its early days 
and was a member of the Board of 
Trustees for many years. 

Foster was a dynamic leader and 
never ceased in his effort to help the 
industry achieve higher standards of 
operating efficiency and product qual- 
ity. He was an unyielding opponent 
of all things that he regarded as detri- 
mental to its interests. 

Son of Rear Admiral Joseph Fos- 
ter, United States Navy. Foster was 
born 67 years ago in Shanghai. He 
was reared in Portsmouth, N. H.. and 
was graduated from Harvard College 
in L902. 


AGA home service chairman 
Miss Elizabeth =. 


service director, The Peoples Gas 


Lynahan, home 


Light & Coke Company, Chicago, 


has been appointed chairman of the 


Home Service Committee, American 
Gas Association, according to C. S. 
Stackpole, chairman, AGA Residential 
Gas Section. 


Institute tests products of ten 

steel kitchen cabinet makers 

At a meeting in Cleveland of the 
Steel Kitchen Cabinet Institute, of 
which H. S. Lawrence is president, 
announcement was made that labora- 
tory tests sponsored by the Institute 
are being made on the cabinet con- 
struction and finishes of ten different 


manufacturers. 


According to S. S. Keeney, execu- 
tive secretary, all the standard tests 
are being carried beyond the point 
of present specifications for minimum 
quality. He said this is to provide 
data by which the standardization 
committee can evaluate the progress 
in the industry and recommend new 
specifications for tests in line with 
that progress. 

Keeney made the further observa- 
tion that the American housewife. 
in buying radios, toasters, refrigera- 
tors or other appliances, is more 
quality-conscious today than ever be- 
Jore. “In providing assurance of a 
quality product both to the specifier 
of steel cabinets and to the con- 
sumer,” said Keeney, “the quality 
standards program of the Institute 
is entirely: in line with present-day 


trends.” 


Wirebound Institute conducts 

transcontinental clinics 

The initial phase of the Wirebound 
Institute, inaugurated last summer. 
has been completed with “astound- 
ing” results, according to L. S. Beale. 
secretary, Wirebound Box Manufac- 
turers Association. 

A total of 246 industry personnel 
attended a transcontinental series of 
one-day “clinics” conducted as an in- 
effort to 


technical training to the personnel of 


dustry-wide disseminate 


member companies. 

The Institute was inspired as an 
Association activity because of the 
realization of Association members 
that the designing and construction 


of proper shipping containers are 
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highly technical problems requiring 
specialized training. 

The whole course requires a reg- 
istrant to complete by mail three 
series of 10 lessons each on “The De- 
sign of Wirebound Boxes,” “Testing 
the Performance of a Wirebound 
Box in the Laboratory,” and “Quali- 
ty Control as It Affects Wirebound 
Box Performance.” A series of clin- 


ics is planned after each five lessons. 


Rahr Color appointment 

Frederic H. Rahr, president and 
director, Rahr Color Clinic, 9 East 
56th St., New York City, announces 
the appointment of Dan Somma as 
director of sales. Somma’s work will 
be concentrated on selling the com- 
pany’s national consumer color sur- 
vey which determines the color wants 
furnishings and 


for future home 


decoration markets. 


Winter furniture market scheduled for January 5-17 


Thousands of buyers will enter the 
winter furniture markets to supplant 
home goods which sold, at the manu- 
facturers’ price level, to the total of 
5 billion dollars during 1947. 

Many optimistic factors will guide 
general buying policies of these buy- 
ers attending the International Home 
Furnishings Market in Chicago, Jan- 
uary 5-17, at the American Furniture 
Mart and the Merchandise Mart. 

Some of these policies will include: 
\n insatiable consumer demand for 
home goods; a record-breaking 1947 
in retail sales of home furnishings; a 
total increase of 15% in retail dollar 
sales in 1947, much of the volume 
coming during the last five months 
of the year; a well-defined consumer 
desire for better quality; and the 
buying public enjoying the largest 
income in the nation’s history. 

The buyers will face some pessi- 
mism also. They will learn that man- 
ufacturers have been operating at 
capacity commensurate with materi- 
als available in most instances since 
early fall; factories have increased 
their record-breaking 1946 produc- 
tion records by 32% and could not 
fill all their orders. They will find 
steel is a deterrent factor, that labor 
is not in plentiful supply, and that 
prompt delivery of many commodi- 
lies is not possible. 

Col. Lawrence H. Whiting, presi- 
dent, American Furniture Mart, sizes 
up the home goods prospects for 
1948 as: 

“Manufacturers are running 32% 
ahead of 1946 in dollar volume. This 
is on top of a 90% increase regis- 
tered from 1939 to 1946. Whole- 
salers are running 20% ahead of 


1946 while retail sales, nation-wide. 


46 


are averaging 15% better than last 
year. Some sections of the country 
report lower increases than others 
but the average increase of 15% is 


well maintained. Inventories have 


been reduced from 50% to 60% as 
reported in July, 1946, to only one- 
third 
amount of inventory, in relation to 


ahead, which is about the 
sales, that prevailed pre-war.” 

The Merchandise Mart, in order 
to obtain a complete picture of the 
home furnishing industry at the win- 
ter market, will expand its series of 
daily press conferences to include a 
conference with retailers. 

Wallace O. Ollman, general man- 
ager of the Merchandise Mart, has 
announced that important personali- 
ties in the retail field will participate 
in a round table discussion with the 
press on Friday, January 9, follow- 
ing a series of five daily press con- 
ferences with leading manufacturers. 


Republic reception room gives lesson in steel making 





In the 14th floor reception room 
of Republic Steel Corporation, Re- 
public Building, Cleveland, a visitor 
may get a quick lesson in steel mak- 
ing as he inspects the various ex- 
hibits. 

Production of pig iron, and steel 
making by open hearth, Bessemer 
and electric furnace processes are 
graphically explained by colorful 
ighted charts and explanatory copy. 

Photo murals show the large equip- 
ment installations necessary for the 
production of steel such as the 98- 
inch continuous hot strip mill in 
Cleveland, said to be the world’s 
widest and fastest. 

Other displays describe the prod- 
ucts Republic’s manufacturing divi- 
sions and subsidiaries such as Berger 
Mfg. Division, Canton, Ohio; Trus- 


con Steel Co., Cleveland and Youngs- 
town, Ohio; Niles Steel Products, 
Niles, Ohio; Steel & Tubes, Cleveland, 
Detroit and Brooklyn. 

An elaborate photo montage back- 
ground illustrates some of the varied 
uses for steel such as agriculture, rail- 
roads, automotive, power, machinery, 
export, aircraft, mining, communica- 
tions, canning, petroleum, construc- 
tion and the home. 

To round out the lesson in steel 
making and the utilization, typical 
products made from all types of rod, 
sheets and wire are on display in fin- 
ished form. All in all, it is a con- 


structive and educational eyhibit. 


One thousand years coal supply 
The world has spent more of its 


mineral wealth in the past 40 years 
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“PLANT-TESTED” PORCELFRIT! 


@ Far be it from us to look down our noses at anybody who likes to take a flyer now 
ngs- and then. But if you gamble on the frit you buy . . . brother, are you asking for trouble! 
ee, It's plant testing that takes the gamble out of Ing-Rich PORCELFRIT. Not only is 


it subjected to every laboratory test, but its daily use in our own job enameling plant 





and, 


ack- gives it the practical] workout. No wonder that when we tell you it's right we know it's 


ried right! 


rail- 
wae Moreover, we want it to be right for you. So we have a corps of competent ceramic 
nica: engineers who will visit your plant and adapt PORCELFRIT to your individual needs 


Lruc- . all without obligation to you! 


stecl INGRAM -RICHARDSON MFG. CO., OF INDIANA, INC. 
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than in all preceding history, accord- 
ing to Harold J. Rose, vice president 
and director of research, Bituminous 
Coal Research, Inc., Pittsburgh, Pa. 
Production has been particularly 
vreat in the United States, so that we 
are already a “have not” nation, or 
are rapidly becoming one, with re- 
spect to many important minerals. 

The one outstanding bright spot in 
this very serious situation is our enor- 
mous coal supply. In fact. we have 
about one half of the world’s known 
reserves. Our coal resources are so 
enormous that they can supply all 
the United States requirements for 
heat, light, power, transportation, the 


smelting of metals, all liquid and 


gaseous fuels, and most synthetic 
chemicals for more then 1LOOO years 
at the present rate of consumption, 
with allowance for mining losses and 


conversion elliciencies. said Rose. 


New Norge sales 
promotion manager 


M. C. (Craig) Miller has been 
named manager of sales promotion 
and sales training for the Norge 
division, Borg-Warner Corp., it was 
announced by M. G. O’Harra. vice 
president and director of sales. Miller 
was formerly with the Maytag Com- 
pany. having been employed by that 
firm from 1926 until 1943. 


Lots of porcelain enamel on this range 


STAGGERED 


Camttoang 08 














Geo. D. Roper Corporation con- 
linues to use and sell porcelain en- 
amel on all logical parts of their gas 
ranges. Here we see a display which 


shows both exterior and interior en- 
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Americas Finest 
Gas Range - - 


ameled surfaces and, in addition, 
many of the invisible parts of the 
range are also porcelain enameled. 
Of the parts visible, we see complete 


white exterior, burners, grates, burn- 






































er trays and oven and broiler linings. 


Gene Howe to Lustron Corporation 





KE. E. (Gene) Howe resigned re- 


cently as assistant director of re- 
search, Chicago Vitreous Enamel 
Product Company, to join the Lus- 
tron Corporation organization at 
Columbus. Ohio. Howe is to have 
complete charge of porcelain enam- 
eling operations for the new corpora- 
tion, established to build porcelain 
enameled steel houses. 

Howe is well known in the enamel- 
ing field, having served with the Chi- 
cago Vit organization since 1934. 
His work there included laboratory 
development and control, sales en- 
gineering and field service and, dur- 
ing the war, he was chief metallur- 
gist in connection with armor plate 
production. In 1946 he became as- 
sistant director of research. 

His education includes a B.S. de- 
gree in ceramic engineering (1931) 
and a MS. degree (1934) from the 
University of Illinois, and research 
laboratory work at the U. of I. He 
is a registered professional engineer 
and a member of the American So- 
ciety of Metals. 


Lustron moves to Columbus 

It is reported that Lustron Cor- 
poration has completed a lease for 
the Curtiss-Wright plant at Colum- 
bus. Ohio. for the production of por- 
celain enameled steel houses. 
Lustron 


The new Corporation. 


headed by Carl G. Strandlund, presi- 
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TO NEW ACHIEVEMENTS 
Tue O. HOMMEL COMPANY has contributed much to the progress 


made in the enameling industry since the war...and will, this 
year, play an even larger part. 





ur- With expanded facilities we are serving more customers with more and | 
ate better enameling supplies than ever before. These porcelain-enamel | 
users find our frits and clays outstanding. If you are not already using our 

Ground Coat, Cover Coat, Acid-Resisting Frit, Tite-Wite Frit, or Powdered 

Clays, let us show you-—by comparison — why you should adopt O. Hommel 

Company's frit and clays. 












e FRIT for Steel, Cast Iron e BRONZE POWDERS 


or Pottery e METAL POWDERS 
e CERAMIC COLORS e SUPPLIES | 
a * CHEMICALS ¢ EQUIPMENT | 


Our Technical Staff and Samples are available to you 
without obligation. Let us help you with your 
problems. 
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dent, is said to have purchased all 
interests of the Chicago Vitreous 
Enamel Product Company in_ the 
Lustron house. Members of the board 
of directors of the new corporation 
include: Joseph E. Nolan, of Bell, 
Boyd Marshall; Raymond E. Hurley, 
vice chairman, Thor Corp.; Louis 
Leverone, president, Automatic Can- 
teen Co., and Howard E. Buhse, 
partner, Hornblower & Weeks, all of 
Chicago; George Delp, president, 


New Holland Machine Co., New Hol- 








land, Pa.; Paul O. Buckley, director. 
Federal Machine & Welder Co., 
Warren, Ohio, and Raymond Haynes, 
partner, Wellington & Co., of New 
Y ork. 

It is indicated that production in 
the Columbus plant will not be un- 
der way before six or seven months. 
Thirty thousand houses a year is the 
goal set by the corporation, which 
is said to be capitalized at $16,340,- 
000, of which $15,500,000 represents 


a RFC seven-year, four per cent loan. 


Cribben & Sexton appointments 


The appointments of Ben Gillette 


as general foreman of the enamel 


During the war period Gillette was 
in charge of Cribben’s aircraft en- 





Ben Gillette 


shop and Charles Turner as enamel 
technician have been announced by 
Cribben and Sexton Company, Chi- 
cago, manufacturer of “Universal” 
ranges. 


Charles Turner 


gineering. In 1946 he was promoted 
to enamel technician. Turner joined 
the engineering department of Crib- 
ben and Sexton following 3 years 
with the Army Engineer Corps. 





Carnegie-lllinois to increase 

coke production facilities 
Carnegie-Illinois Steel Corporation 
has announced awarding of a con- 
tract for a new and 16th coke oven 
battery at the Gary Steel works of the 
U. S. Steel subsidiary. The battery 
will include 77 ovens with a daily 
coke production capacity of 1,096 
tons, and will increase the Gary 
works’ coking installation to 1,132 


coke ovens, 


Koppers to manage construction 
of Chilean integrated steel plant 

Koppers Company, Inc., and Com- 
pania de Acero del Pacifico of Chile 
(Pacific Steel Company) announced 
the signing of a basic contract by 


30 


which Koppers will have supervision 
of construction, engineering, and 
management of the first integrated 
steel plant to be built in Chile. The 
new plant will produce 250,000 tons 
of finished steel annually when in 
operation, 


DeVilbiss school of spray finishing 
announces classes 

Spray finishing classes for indus- 
trial finishers for the first half of 
1948 are being announced by The 
DeVilbiss School in Toledo, Ohio. 
The intensive one-week courses will 
begin on February 2, March 1, May 
10 and June 7. 

All users of DeVilbiss equipment 
are eligible for this tuition-free in- 





struction on the spraying technique 
and the function and care of spray 
equipment. All those interested should 
write for reservations to The De- 
Vilbiss Company, 300 Phillips Ave- 
nue, Toledo 1, Ohio. 


AGA certification program 

The American Gas Association has 
announced a new Certification Pro- 
gram which promises to be a great 
aid to architects and builders, as well 
as affording a buying guide for pros- 
pective home owners. 

For the past three years, Associa- 
tion national advertising has told 
consumers of the benefits of mod- 
ern automatic gas kitchens. An out- 
growth of this promotional campaign 
is the new program which has the sup- 
port of local gas utility companies 
which are said to serve more than 
12,000,000 families. 


Four national requirements have 
been set up for certification. They 
are: scientific planning, automatic 
gas cooking, automatic gas refriger- 
ation, and automatic gas water heat- 
ing sized to take care of all house- 


hold needs. 


Utility gas sales continue climb 

Sales of the utility gas industry to 
ultimate customers in October, 1947, 
totaled 2,152,536,000 therms, a gain 
of 5.4% over October, 1946, sales, 
according to an American Gas Asso- 
ciation report. 

The Association’s October index of 
total gas utility sales stood at 184.2% 
of the 1935-1939 average. For the 
12 months ending October 31, 1947, 
total utility sales of gas were 28.620,- 
638,000 therms, an increase of 10% 


over a year ago. 


Richard P. Brown, chairman of the 
board, Brown Instrument Co., Phila- 
delphia, industrial instrument manu- 
facturer, has been made a fellow of 
the American Society of Mechanical 
Engineers. A director of Minneapo- 
lis-Honeywell Regulator Co., Brown 
holds 54 patents on industrial record- 
ing and control instruments. He re- 
cently was awarded an honorary de- 
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PORCELAIN ENAMEL 





























“THE LIFETIME FINISH” 








Symbols of Quality 


that mean more business and lasting. 
friends for you and your customers ! 


U-S-S VirrenaMet is the name of a special type of steel sheet produced by the Carnegie- 
Illinois Steel Corporation to the exacting requirements of the porcelain enamel industry 
for more beautiful and more durable porcelain enameling. The familiar U-S-S Label 
coupled with the Quality Symbol of the Porcelain Enamel Institute, Inc., gives added sales 


value to any product. 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco, Pacific Coast Distributors 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham, Southern Distributors 


United States Steel Export Company, New York 


UNITE DEMS TATES ST.EE-LL 
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Good finishing requires 
good lighting. Binks in- 
stallations are equipped 

special vapor-proof 
reflectors that provide 

shadowless i i 

ee meet all 
Fire Underwriter's require- 
ments. 


Worm, dust-free air in the 
spray room or booth is 
essential for fine finishes 
and health. Binks custom- 
built air supply systems 
provide the right volume 
of worm filtered air for 
maximum efficiency. 


Fumes and frit-laden air 
must be vented quickly. 
Binks systems 


y guns. 
extractors 
clean ir before it 
reaches the gun. 


6. PRODUCT HANDLING 


Mechanical hondling puts 

porcelain enome!l finishing 

*, ,.Binks will never on a fast production line 

' basis, increases the finish 

stop looking for better i nd reduces fin- 
ways to make spray Gl 


finishing equipment." 


ishing costs by eliminot- 
ing hours of manvol work. 


President 


pungeguincen URING COMPANY 


New York + 
Philadelphia + 


: * CHICAGO 12 «+ ILL 
etrolt + OL ° 
mieten eg * Atlanta + Cleveland ; 

gh + St. Louis Son Franci * Milwaukee 
Windsor, Ontario, Canade cisco + Seattle 


Binks makes a long line of precision monval 
and outomatic sPproy guns especially de- 
signed for the application ° elain and 
synthetic enamels. There i i gun for 
every size and type of industry, h truly 


the best in its closs. 


Binks material tanks ore 
designed especially 
ceramic finishes. 

that come in contact with 
the frit are corrosion 
proof. There is no chance 
of o particle of rust spoi! 
ing @ batch of frit. 


SEND NOW... 


Ne 6 free copy of our ner 
a ae Catalog-Data Boo 
lor yourself the complete 
of the Binks Line. Reaver 
a copy on your comport 
etterhead. 
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vree of doctor of engineering by 





Drexel Institute of Technology. 


AGA home service workshop 
held in Chicago 
New developments and_ practical 
working information on a broad scale 
will be brought to the nation’s gas 
utility home service personnel at the 
Home Service Workshop, 


sponsored by the Home Service Com- 


four-day 


mittee of the American Gas Associa- 
tion, which takes place in Chicago, 
January 21-24, 

More than 30 home service, equip- 
ment, food, education and sales au- 
thorities will be featured on the pro- 
gram which is under the direction of 
Elizabeth J. Lynahan, home service 
director, The Peoples Gas Light and 
Coke Co., Chicago. 

Headquarters of the workshop will 
be at the Congress Hotel but two ses- 
sions will be held in the auditorium 


of Peoples Gas. 


Stewart-Warner Corporation direc- 
tors have declared a cash dividend of 
25¢ per share of five dollar par value 
common stock payable January 10 to 
stockholders of record December 11, 


1947. 





© Am. Gas Assoc. Inc. 1947 


lhe gas industry has adopted a 
“pin-up” girl known as “Miss Flame.” 
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Developed and copyrighted by the 
“Miss 


Flame” is being shown throughout 


American Gas Association, 


the country adding color and zest to 
gas industry advertising, displays and 
promotional material. She made her 
debut recently in “The History of 
Gas,” first of a series of four-color 
picture books. 


Manager appointed for 
ACS golden jubilee exhibit 

The American Ceramic Society will 
hold a Golden Jubilee Exhibit in con- 
junction with its 50th Annual Meet- 
ing, April 25-30, 1948, at the Palmer 
House in Chicago. Ken M. Davee. 
11 South La Salle Street, Chicago, 
has been selected as exhibit manager. 
\ partial list of companies having 

displays at the exhibit follows: 


Amsler-Morton Company, Atlantic 
Sponge & Chamois Corp., Avery Adhesive 
Label Company, The Bonnot Company, 
Corhart Refractories Co., Deister Concen- 
trator Company, Denison Engineering Com- 
pany, The DeVilbiss Company, B. F. Drak- 
enfeld & Co., 

Electro-Refractories & Alloys Corp., 
Eriez Manufacturing Company, Fate-Root- 
Heath Company, Ferro Enamel Corpora- 
tion, S. G. Frantz Co., Inc., Great Lakes 
Foundry Sand Co., Hardinge Company, 
Inc., The O. Hommel Company, Ingram- 
Richardson Manufacturing Company of 
Indiana. 

International Clay Machinery Co., Kux 
Machine Company, Lancaster Iron Works, 
Magnaflux Corporation, Magni-Power Com- 
pany, Paul McKamy & Associates, Metalloy 
Corporation, National Engineering Compa- 
ny, New Castle Refractories Company. 

Orefraction, Inc., Patterson Foundry & 
Machine Co., Pemco Corporation, Perma 
Flux Mold Company, Polarizing Instrument 
Company, Robinson Ventilating Company. 
Rotospray Manufacturing Co., Sauereisen 
Cements Company, H. C. Spinks Clay 
Company. 

fr. J. Stokes Machine Co., Swindell- 
Dressler Corp., Titanium Alloy Mfg. Co., 
U. S. Gypsum Company, and Universal 
Sanitary Mfg. Co. 

Space is still available for displays, ac- 
cording to C. S. Pearce, general secretary 
of the Society, who asks that interested 
firms contact his office or Mr. Davee for 
details. 


ACS Pittsburgh section meetings 
The next meeting of the Pittsburgh 
Section of the American Ceramic So- 
ciety will be held Friday, January 16, 
in East Liverpool, Ohio. The meet- 
ing will feature John W. Miller of 
New Castle Refractories. 
Dr. Barta, Head of the Glass and 
Ceramic Departments, University of 


Prague, Czechoslovakia, was a guest 








at the section’s joint meeting with the 
Pennsylvania Ceramic Association, 
Roy al York Hotel. Pittsburgh, No- 


vember LI. 


Northern Ohio ACS meetings 

More than 40 persons attended the 
December 4 meeting of the Northern 
Ohio Section of the 


ramic Society. 


American Ce- 


John Dufault, field engineer, Leeds 
& Northrup Co., discussed “Pyrome- 
try in the Ceramic Industry.” His 
talk covered three phases of the de- 
velopment and proper use of the pyr- 
ometer. 

The annual election of Section of- 
ficers will be held at the next regular 


meeting on February 5. 


Patterson Foundry appointment 





Earl W. Dilg has been appointed 
district manager of The Patterson 
Foundry & Machine Company, East 
Liverpool, Ohio, with headquarters 
at the firm’s Cincinnati office, accord- 
ing to a recent announcement. Dilg 
formerly was chief engineer and sales 
manager of International Engineer- 
ing, Inc., Dayton, Ohio. 


Bob Foraker on Pemco service staff 

Robert W. Foraker has been placed 
on field service work in the Midwest 
by Pemco Corporation. Bob was with 
Chicago Vitreous for one year fol- 
lowing graduation from high school. 
Then he attended the University of 


Illinois, graduating in ceramic engi- 
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neering in 1943. For two years he 
was with the Aluminum Company of 
America as metallurgist, then with 
Ingersoll Steel Division, Borg-War- 
ner Corp., in the enameling division. 
He joined the Pemco staff in Septem- 
ber, 1947. 

Bob is a nephew of Ralph Foraker. 


sales representative for Pemco. 





ASTE to meet in Cleveland 

Following a meeting of a general 
policy committee, the American So- 
ciety of Tool Engineers announced 
developments in the Sixth Annual 
ASTE Industrial Exposition to be 
held in Cleveland, March 15-19. co- 
incident to the 


Society’s Sixteenth 


Annual Meeting. 


Mullins’ miniature kitchen display 





A new miniature kitchen display 
set for “Youngstown Kitchen” deal- 
ers is announced by Mullins Manu- 
facturing Corp., Warren, Ohio. 

Each model is said to be an exact 
replica of a “Youngstown” unit, even 
to tiny handles on drawers and doors, 


faucets and sprays on cabinet sinks, 


and back splashers on base cabinets. 
Each set includes two miniatures of 
each piece of equipment, plus a stand- 
ard type range and refrigerator. a 
door, and two 


lithographed metal 


windows. The set comes with floor 
and walls, complete in a leather case 


for convenience in use. 





AWIMA annual meeting 

in Chicago, January 6 
of the 
Washer and lroner Man- 


The executive committee 
American 
ufacturers’ Association will hold an 
all-afternoon session January 5, fol- 
lowed by dinner, preliminary to the 
organization’s annual meeting Jan- 
uary 6. Morning and afternoon ses- 
sions and luncheon and dinner are 
all scheduled for the Morrison Ho- 
tel, Chicago. 

Delegations by boat direct from 
Buffalo to Mackinac Island and by 


o4 


special sleepers from Detroit to Macki- 
naw City are being planned already 
for the 1948 summer meeting of 
AWIMA, which will be held July 15- 
17 at the Grand Hotel. 


Up-up-up go washer, ironer sales 

Household washer and ironer sales 
made the greatest gains in all indus- 
try history in October. Sales of stand- 
October 
394,049 units, an increase of 11.5 per 
cent over 354,094, the all-time record 


set in September, and 59.5 per cent 


ard-size washers in were 

















































above 247,350, the industry’s sales in 
October, 1946. 
washers amounted to an additional 
44,512 units, compared to 43,834 in 


August and 50,000, the all-time rec- 


Sales of portable 


ord, in January and in February. 

lroner sales in October aggregated 
58,722 units, compared to the record 
53,277 reported in September, or an 
increase of 10.2 per cent, and 399.6 
per cent above October, 1946, when 
the total was 11,754. 

Sales of standard-size washers in 
the ten months of 1947 amounted to 
3.004,437, topping 2,023,981 in the 
whole year of 1946 by 51.4 per cent. 
The total for 
169,796, or 277 per cent greater than 


124.616 in all 1946. 


ten-month ironers is 


Wirebound Box Association to ex- 
hibit model impact test equipment 

At the Second National Materials 
Handling Exposition in Cleveland, 
January 12-16, The Wirebound Box 
Manufacturers Association will main- 
tain an animated exhibit that stresses 
the strength, and “ability-to-take-pun- 
ishment” qualities of wirebound ship- 
ping containers, L. S. Beale, secretary 
of the Association, has announced. 

The exhibit features a moving min- 
iature model of the incline impact 
test, as well as a gaily decorated wire- 
bound box revolving on its axis and 


flashing sales messages. 


Norge names service director 

Thurlo F. Johnson, central regional 
sales manager, has been named to the 
newly-created position of director of 
national service for Norge division 
of Borg-W arner Corp., according to 
an announcement by M. G. O’Harra., 


vice president and director of sales. 


Pennsalt changes name of 
acid-proof cement 
The product formerly called “As- 
plit F cement” has been changed to 
“Pennsalt HF cement” by the Penn- 
sylvania Salt Manufacturing Com- 
pany. Philadelphia. 


Duffy. Jr.. 


sales, Special Chemicals Division, ex- 


Joseph J. 


manager of 


plained that the new name is more 
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377 CENTER ST. 


For over half a century, leading manutac- 
turers of enamels have relied on these mills 


fol aa (Tolsl amelie ol-ta-amolgelelVailolay 


One of the first Paul O. Abbé mills was 


installed in an enamel plant 50 years ago. 


Since then scores of Paul-O. Abbé mills have 
been installed in enamel plants all over 


iaomZelalem 
Ball and Pebble Mills 


SOME 
PAUL O. ABBE 
FIRSTS 
. 
Made by a Leader 
. 
First to build all-steel ball and 
fol Sekell-mmasllity 
. 
First to turn cylinders in a 


fehisl nsuring perfect relive Ta} 


oe 
Te) Tabigeleltia 1 feel iali ts 
alance for charging cover 
2 


Tesllal mati mel tela) 


* 
This is but a elolaiicl Mm it imme} 
Firsts which have made 
Paul O. Abbé Inc. leaders i 
their field 


Get your free copy of our 
fully illustrated catalog. It 
contains valuable operating 
and technical information, 
as well as complete descrip- 
tions of our machines. 











LITTLE FALLS 
NEW JERSEY 
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in conformity with other company 
named products, with the “HF” de- 





noting the cement’s complete resis- 


tance to hydrofluoric acid. 


Hotpoint kitchen planning schools 





of kitchen 
schools, at which dealers and distrib- 


A series planning 
utors worked with elaborate drawing 
kits and plastic appliance models to 
develop “Personalized” electric kitch- 
en installations, was conducted dur- 
ing the last two months of 1947 by 
Hotpoint, Inc., Chicago. 


The value of the school series has 
been proved by the fact that the ma- 
jority of those who attended the first 
series, in 1946, have set up their own 
kitchen 


cording to L. C. Truesdell, vice presi- 


planning departments, ac- 


dent of marketing. Photo shows a 


husband and wife collaborating. 





Production of water systems 
and heating equipment up in 1947 

Information was contained in a 
prediction, at the annual meeting of 
the National Association of Domes- 
tic and Farm Pump Manufacturers, 
of a probable total production of 735,- 
000 water systems in 1947 as com- 
pared with 626,000 in 1946. 

Heating equipment was produced 
in record-breaking quantities in 1947, 
according to the Plumbing and Heat- 
ing Industries Bureau. Factory ship- 
ments of oil burners for the first six 
months totalled 563,180, more than 


twice the amount shipped for the same 


period in 1946. Factory shipments of 
warm air furnaces, floor and wall fur- 
naces, and direct-fired unit heaters 
totalled 368,437 for the first half of 
1947, compared with 264.713 for the 
same period in 1946, 


Philco sales to exceed $215,000,000 

Sales of Philco Corporation in 1947 
should run well over $215,000,000, 
almost three times the 1941 volume, 
it was announced by John Ballantyne, 
president, in a letter to stockholders 
accompanying December 12th divi- 
checks regular 


dend covering the 





quarterly dividend of 374% cents and 
a year-end dividend of 50 cents per 
share. Production includes refriger- 
ators, freezers, radios and television 
receivers. 


Plumbing ware manufacturers 

increasing production facilities 

In an effort to produce enough 
plumbing fixtures to meet today’s un- 
precedented demand, manufacturers 
are doing everything possible to 
speed up their output, according to 
the Plumbing and Heating Industries 
3ureau. Production methods are be- 
ing improved, mechanized and 
streamlined. New plants are being 
opened, and old plants are being mod- 
ernized. 

With fifty 


making plumbing fixtures and with 


about manufacturers 
each company stepping up its output, 
there is ample productive capacity in 
the plumbing industry to take care of 
all requirements for plumbing fix- 
tures now and in the foreseeable fu- 


ture, according to the Bureau. 


A 200% increase in production fa- 
cilities for stainless-clad steel by Jan- 
uary 1, was announced by officials of 
Jessop Steel Co., Washington, Pa. 
Present production of this specialty 


steel item is 500 tons per month. 


Vance N. Wilson has been appoint- 
ed safety co-ordinator for Pennsyl- 
vania Salt Manufacturing Co., it was 
announced by Frederick C. Abbott, 
manager of personnel and labor re- 
lations. 


Sullivan addresses Chicago ACS 
Section 
Fifty-five members and guests at- 
tended a dinner-meeting of the Chi- 
of the 
ramic Society in the 


American Ce- 
Electric Club 
atop the Civic Opera House, Novem- 
ber 14. Guests included ACS Presi- 
dent John D. Sullivan, Battelle Insti- 
tute; Charles Pearce, general secre 
of ACS, and Larry 
of the St. 


cago Section 


tary Puntney. 


chairman Louis Section. 


Sullivan discussed “Phases of Ce- 
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this 3-minute 


WIREBOUND 


gives KYLE CORP. 
greater profection and 
lower freight costs! 





Kyle Corp. automatic oil circuit recloser is 
set on a specially designed Wirebound crate 
base. The crate holds the recloser snugly 
and obsorbs all impacts. " 


Automatic oil circuit reclosers manufactured by the Kyle Corporation 
of South Milwaukee, Wisconsin, are built to withstand rugged use, 
but the company experienced shipping damage when reclosers were 
packed in boxes because porcelain bushings often broke under rough 
handling and oil leaks developed as the result of inadvertant “upside- 
down” loading. 

Wirebound Crates have solved these shipping problems. Wirebounds 
are tailor-made for the Kyle reclosers in such a way that jolts and 
shocks are absorbed by the container itself. And when freight handlers 
actually see the recloser inside the crate, upright handling and loading 
naturally follows. 





| 3 


In just three minutes the wrap-around sides 
are secured and the 65 pound recloser is 
ready for shipment. Sturdy Wirebounds cut 
shipping damage to almost nothing. 


Moreover, Wirebound’s time-tested combination of steel wire and 
thinner wood reduce shipping costs, bring important shipping room 
economies in low initial cost and speed of assembly. Just three 
minutes elapse from the time a recloser is placed on the crate base 
until the completed unit is ready for shipment — in safety! Shipping 
room space is conserved, too, because Wirebound wrap-around sides, 
bases and tops are stacked flat. 

Today, all Kyle reclosers are shipped in Wirebounds and damage 
claims are negligible! To learn more about the benefits you, too, may 
receive by switching to Wirebounds, fill outand mail the coupon below. 
Larger, 275 pound reclosers are also crated 
in Wirebounds. Prefabrication of special 


interior packing assures a perfect fit and 
gives greater shipping protection. 


MAIL THIS COUPON TODAY! 


WIREBOUND BOX MFG. ASSN. 
Room 1832, Borland Bidg., Chicago 3, Illinois 


& | / | [] SEND COMPLETE LITERATURE [|] SEND A SALES ENGINEER 
N0ZWN 2M: POSITION 
U lQ 7, Y )( NAME_ eanieniiiieianadmanciiasinea a _ 


FIRM NAME 
BOXES & CRATES 














ADDRESS 
CITY ZONE STATE 
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ramics in Our General Engineering 


Kconomy,” illustrating his speech 
with slides showing economic trends 
of various materials. It is not prob- 
able that we shall ever become a 
“have not” nation, said Sullivan, who 
pointed out that whenever one ma- 


terial runs out, a new product is de- 


veloped which is, in many cases, 
much better than the old one. 
Moreover, emphasized Sullivan, 


our standard of living will not decline 
as long as we continue consuming 95 


per cent of the goods produced in this 


country. And as civilization ad- 
vances, so will our standard of living. 
Non-metallic products are bound to 
play an increasing part in our econ- 
omy, stated Sullivan, pointing out 
that newer products are advancing 


at the expense of the older ones. 


Pearce commented on the increase 
in the number of college students 
securing ACS membership. He also 
discussed plans for the American Ce- 
ramic Society 50th Annual Meeting 
to be held in Chicago in April, 1948. 


Gas Appliance Manufacturers year-end statement 


During 1947, the gas utility and 
liquefied petroleum gas distribution 
systems added more than 1,000,000 
homes, bringing to 24,000,000 the 
number of homes served by the gas 
industry, according to John A. Rob- 
ertshaw, president of the Gas Appli- 
ance Manufacturers Association. 

Substantial progress was recorded 
for 1947, but the 


whose capacity to produce, in most 


manu fact urers, 


lines, is now double that of pre-war, 
are still faced with an unprecedented 
demand for gas appliances. Handi- 
capped by both material shortages 
and fuel distribution limitations, the 
manufacturers see no hope for the 
immediate future of operating on pro- 
duction schedules commensurate with 
consumer demand. 

Of more than 24,000,000 domestic 
gas ranges now in use, it is estimated 
that 50% are over 10 years old and 
eligible for replacement. The resi- 
dential construction during the com- 
ing year including veterans housing 
programs will make sizable demands 
on all appliance manufacturers. Short- 
ages of steel, especially enameling 
sheet, are preventing the greatly ex- 
panded gas manufacturing industry 
1947 
production of 2,250,000 ranges just 
equals 1941, 


Production of automatic gas-fired 


in reaching peak production. 


water heaters will have reached 1.- 
800,000 in 1947, a half million in- 
crease over 1946. Combined installa- 
tions of gas-fired boilers, furnaces, 
and conversion burners approximated 
750,000 in 1947, 
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Additions to residential services 
have been curtailed due to lack of 
sufficient transmission. 

Gas refrigerator production during 
1947 showed a substantial increase 
over the preceding year. 

The Association expects the new 
automatic gas clothes dryers will 
show increased production in 1948. 

The Liquefied Petroleum gas indus- 
try continues to present a substantial 
fast-growing outlet for gas appliances 
During 1947 about 


20% of all gas ranges, 21% of all 


and equipment. 


automatic gas water heaters. and 
14% of all gas floor furnaces were 
for use with LP-gases. 

The tremendous increase in the 
productive capacity of gas appliance 
manufacturers over pre-war years, 
unfortunately, cannot be brought into 
full play until such time as steel is 
available in necessary quantity; and 
in the case of central heating equip- 
ment manufacturers, until the gas 
distribution facilities are also suffi- 
cient to meet the demands in various 
sections of the country where limi- 
tations are in effect. 

Millions of dollars have already 
been appropriated for expanding the 
gas manufacturing facilities of manu- 
factured gas companies, and the 
transmission facilities of natural gas 
pipe line companies, in order to meet 
the growing demand in present mar- 
markets. Gas 


look for- 


ward with anticipation to the con- 


kets and reach new 
appliance manufacturers 
struction advances expected in these 
fields during 1948 and through 1951. 











Central District Enamelers 
met December 12 


The December meeting of the 
Central District Enamelers Club 
was held December 12 at the 
Allerton Hotel, Cleveland. Ohio. 
Featured speakers were Ray- 
mond Metzner, Cleveland attor- 
ney, who discussed the Taft- 
Hartley law. and Karl Kautz, 
of Climax Molybdenum Com- 
pany, who spoke on low tem- 
perature porcelain enamels. 

A report on the Kautz paper 
and photographs of the meet- 
ing will appear in February 


finish. 











Furnishings displays 
at International Amphitheatre 


In addition to the permanent fur- 
nishings exhibits at the American 
Furniture Mart and The Merchan- 
dise Mart, which will be viewed by 
thousands of buyers at the annual 
Winter 


ings Market, Chicago, January 5 to 


International Homefurnish- 
17. there will be temporary displays 
for the convenience of buyers at the 
International Amphitheatre, January 
15 to 22, according to an announce- 


ment. 


Chairman of national trade group 





L. S. Beale, secretary, Wirebound 


Box Manufacturers Association, has 
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The EXAMELER'S DISTIOMAE 


Ferro’s Newest Contribution to the Industry \ 


Now you can have your own modern dictionary of Porcelain 
enameling terms. 

Written for enamelers by enamelers, this new, 92 page 
volume contains the most complete glossary of Porcelain 
enameling terms ever compiled—plus 15 pages of valuable 
reference charts and illustrations. 

Write today for your copy of this outstanding addition to 
your Porcelain enameling reference file. 


e UP-TO-DATE—presents newest words and terms as well as old trade terms. 


e COMPREHENSIVE—defines unusual as well as usual terms. Covers all 
phases of Porcelain enameling plus many related items. 









e CONCISE—explains terms briefly in a way easily 
understood by technicians and laymen alike. 
e CONVENIENT—size 9 x 6 inch: bound in heavy 
cover with embossed lettering, complete with over 
1,200 separate terms, 13 illustrations, 92 pages. 
e AUTHORITATIVE—compiled by Ferro’s 
graduate staff of Porcelain enamel 
technicians. 





FERRO enamel corporation 


4150 East 56th Street Cleveland 5, Ohio 
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Refractory coating 

A refractory coating for prevent- 
ing spalling action, resisting heat 
penetration and decreasing carbon, 
slag and clinker adherence in fire 
boxes, furnaces and crucibles has 
been announced. 

Further information on this insu- 
lative coating known as “Vitroseal” 
may be secured by writing Whitman 
Company, 1407 Esperanza Street, 
Los Angeles 23, California. 


Corrosion inhibitor for steel 

A corrosion inhibitor for steel and 
other ferrous metals has been de- 
veloped. This product, known as 
“Steelyfe 11,” has as its active ingre- 
dient the barium salt of an alicyclic 
sulfonic acid. It is said that there 
is also additional protection against 
corrosive sulfate ions which react 
with the barium liberating alicyclic 
sulfonic acid which in itself is an 
effective corrosion preventive. 

For further information, contact 
Bee Chemical Company, 63 East Lake 
Street, Chicago 1, Illinois. 


High precision spray gun 





Development of a new high pre- 
cision production spray gun has been 
announced. The gun is said to han- 
dle all types of finishes. Known as 
“Model 18,” it embodies suggestions 
of both the engineering and _ finish- 
ing departments of some of the larg- 
est industries in America. 

“Model 18V” is for use in the 
ceramic industries. It is the same gun 
as the other model with tungsten 
carbide inserts in the material noz- 


zle and needle valve to insure long 
life when abrasive materials are 
used, 

Contact Binks Manufacturing Com- 
pany, 3116-18 Carroll Ave., Chicago 


12, Ill. 


Temperature-calibrated 
potentiometers 





\ new series of direct-reading 
lemperature-calibrated portable po- 
tentiometers for use in laboratory, 
plant and field has been announced. 

According to a press release, accur- 
acy in keeping with high sensitivity 
is assured by special structural fea- 
tures which maintain the thermo- 
couple reference-junction and the 
automatic reference-junction compen- 
sator at substantially equal tempera- 
tures, irrespective of changes in the 
ambient temperature. 

Technical description of the de- 
vice is included in Bulletin 270, 
available on request from Rubicon 
Company, 3639 Ridge Avenue, Phil- 
adelphia 32, Pennsylvania. 


Generators for metalworking 


Designed to meet the demands of 
the metalworking industry, three new 
types of 20 kw 450 ke radio frequen- 
cy generators consolidate generator, 
worktable or sink, current transform- 
ers and water fittings into one unit 
requiring minimum floor space. 

Stepless power output control from 
0 to 20 kw is said to provide operat- 
ing flexibility in the new generators 





and insure uniform performance on 
repetitive setups. 

Further information may be ob- 
tained from Westinghouse Industrial 
Electronics Division, Plant No. 4, 


Baltimore. Md. 


Surface grinder 

A new 6 x 12 x 101% surface grind- 
er is a self-contained unit with a two- 
speed ball-bearing spindle. It is mo- 
tor driven by a *%4 HP motor and 
completely equipped with dust guards. 

Contact H. Leach Machinery Com- 
pany, Providence, R. I., for further 
information. 


Diffraction instrument 





\ new research tool designed to aid 
in the observation and measurement 
of surface conditions of metals, ce- 
ramics, and plastics has been an- 
nounced, 

Called an electron diffraction in- 
strument, it is valuable in the investi- 
gation of problems associated with 
corrosion, catalysts, lubricants, metal- 
lurgy, pigments, surface deposits, and 
graphite. 

It differs from the X-ray diffrac- 
tion instrument, which analyzes thick 
specimens, in that the new instrument 
shows the crystal structure of surface 
and thin specimens up to 500 Ang- 
strom units, according to a report. 

Additional information is avail- 
able in Bulletin GEA 4905, Special 
Products Divisions, General Elec- 
tric Co., Schenectady 5, N. Y. 


Equalizing sling 
A new level-load lifting _ sling, 
known as “Adjust-A-Leg”, has been 
announced, The sling consists of an 
equalizing unit (with a wire rope in- 
serted) to be placed on the hook of 
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PROTECT THOSE VALUABLE 
FINISHED PRODUCTS 
With the Right Box or Crate 


* 


a A Foleo)» 
WIREBOUND 
HINGE CORNER 


NAILED CRATES 


* 


Consult with our packing engineers on product protection — Our de- 


signing and testing laboratory is at your service, without obligation. 


(HICAGO MILL 4x2 [UMBER (OMPANY 


33 South Clark Street Chicago 3, Illinois 


Plants at: Helena, Ark. °® Greenville, Miss. © Tallulah, La. © Rockmart, Ga. °* Chicago, Ill. 
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a crane. 

The equalizing unit is made up of 
a sheave (with a V-shaped groove) 
carried by a spring-mounted axle and 
a pair of brake hooks. The rope, 


which lays over the sheave in the 
groove, has a hook attached to each 
end, forming two legs. 

For further information, contact 
The Caldwell Company, Rockford, III. 











Booklet on wire terminator 
A recent booklet describes an au- 
tomatic wire terminator which is said 
to assure up to 3,300 perfect. iden- 
tical, electrical connections per hour. 
For further information on the 
“AMP Automatic Wire Terminator,” 
contact Aircraft-Marine Products, 
Inc.. 1523 North Fourth St... Harris- 


burg, Penn. 


Booklet on a small furnace 

\ booklet containing construction 
data on a small electric heat treat- 
ing and enameling furnace has just 
been released. 

The furnace was designed for heat 
treatment of small tools, or other 
small steel parts, as well as for firing 
small ornamental enamel ware, ac- 
cording to Engineering Publication 
Number 2, published by Engineering 
Experiment Station, University of 


New Hampshire, Durham, N. H. 


New enameling dictionary 

Words and terms adopted as gen- 
eral usage in the porcelain enamel- 
ing industry have been compiled and 
published in “The Enameler’s Dic- 
tionary.” 

This reference book of porcelain 
enameling terminology was released 
recently by Ferro Enamel Corpora- 
tion, 4150 East 56th St.. Cleveland 
5, Ohio. 


Booklet on modern bathroom 
planning 

Many helpful suggestions for the 
planning of bathrooms and powder 
rooms are offered in “Modern Bath- 
room Plans,” a new booklet pub- 
lished by the Plumbing and Heating 
Industries Bureau. 

A total of 34 plans are shown in 
the booklet which is said to be the 
only one devoted exclusively to the 
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planning and arrangement of bath- 
rooms and powder rooms. 

The booklet sells for 10¢ per copy 
and may be obtained from Plumbing 
and Heating Industries Bureau, 35 
East Wacker Drive, Chicago 1, 


Illinois. 


New edition of ‘Shot Peening” 

Announcement has been made of 
the release of a new edition of 
“Shot Peening.” This third edition 
of the book originally published in 
1944 contains all information in- 
cluded in the earlier editions plus 
the addition of comprehensive papers 
of the subject by J. O. Almen, Gen- 
eral Motors Research Laboratories. 
and O. J. Horger, Timken Roller 
Bearing Co. 

This 181-page book is priced at 
$1.50, but will be sent without charge 
to executives who send in their re- 
quests on company letterhead to the 
publisher, American Wheelabrator 
& Equipment Corp., Mishawaka, In- 


diana. 


Bulletin on screens 
Screens for dry screening, separ- 
ating, classifying, cleansing, reclaim- 
ing, and general dry process work, 
and for wet sifting or screening of 
liquids, dewatering operations, etc., 
are illustrated and described in de- 


tail in a new 12-page bulletin. 


Further information on “Gyro- 
centric” screens may be had in the 
bulletin published by Patterson Foun- 
dry and Machine Co., East Liver- 
pool, Ohio. 


Catalog on handling parts 
through production 
A new catalog on handling parts 
through production has been released 


by a firm which designs and manu- 



























































factures containers and work hold- 
ers for handling parts through heat 
treating, quenching, pickling, de- 
greasing, rust-proofing and _ other 
processing. 

Catalog No. 16 presents more than 
60 units such as baskets, trays, fix- 
tures, retorts, carburizing boxes, 
quenching tanks, furnace parts and 
special equipment. 

Contact Stanwood Corporation, 
1819 West Cortland St., Chicago 39, 
Il. 


“Food Is Fun” cookbook 

\ 28-page four-color illustrated 
cookbook, “Food Is Fun,” has just 
been released by the American Gas 
Association. Designed primarily to 
promote automatic gas ranges built 
to “CP” standards, the book con- 
tains a variety of cooking tips for 
the homemaker. 

“Food Is Fun” is available at a 
cost of 10¢ per copy f.o.b., Phila- 
delphia. Orders should be addressed 
to the Promotion Bureau, American 
Gas Association, 420 Lexington Ave- 


nue, New York 17, N. Y. 


Bibliography on protective coatings 
The publication of a special bibli- 
ography containing a complete list of 
OTS technical reports and documents 
on protective coatings for metals has 
been announced by the Office of Tech- 
nical Services, Department of Com- 
merce, Washington 25, D. C. 
Included in the bibliography are 
research reports and patent applica- 
tions from I. G. Farben-industrie in 
Germany as well as various speci- 
fications of the U. S. Bureau of 
Ordnance and reports on Quarter- 
master Corps investigations. The re- 
port includes information on vitreous 


enamel coatings on aluminum. 


Market research bulletin 

“Market Opportunities” is a new 
bulletin that will be sent to Institute 
membership periodically by the Por- 
celain Enamel Institute Commercial 
Research Committee, of which Floyd 
C. Woleslagle. Carnegie-Ilinois Steel 

Corporation, is chairman. 
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Better Titanium Enamels 


Tr with 


; . 3 LITHIUM TITANATE 
“| «LITHIUM SILICATE 


reaons why LITHIUM will 
' help you obtain better super 
opaque enamels. 
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e LOWER FIRING TEMPERATURE 


e SHORTER FIRING TIME 


« HIGHER REFLECTANCE VALUES 
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LITHIUM COBALTITE 
LITHIUM SILICATE 
LITHIUM TITANATE 
LITHIUM MANGANITE 
LITHIUM ALUMINATE 
* LITHIUM ZIRCONATE 
* LITHIUM CARBONATE 
¢ LITHIUM FLUORIDE 
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WRITE for complete information. 





ie METALLOY CORPORATION 
RAND TOWER MINNEAPOLIS, MINN 
Dison BO GOO a CORPORATION 
OF AMERICA, IRC. 
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PORCELAIN ENAMELING 


Capacity Available 


Have two continuous furnaces avail- 
able for eight hours each day. Also, 
have ground coat line and Binks 
automatic white spray line open at 
the same time. Plant is totally con- 
veyorized. 


Can handle stove parts, table tops, 
and similar ware. Also, washing 
machine tubs, small bathroom sinks, 
heaters, hydrator pans, inner and 
outer roaster wells, reflectors, etc. 


Address: 


THE CLEVELAND CO-OPERATIVE STOVE CO. 
Plant No. 3, Vitreous Enameling Division 
2323 East 67th St., Cleveland 4, Ohio 








Get 
this 
Guide to 
Greater Burning Tool Service! 


This new catalog presents, with detailed drawings, 





Fahralloy racks, bars and fixtures that give greatest 
ultimate economy. It will help solve your burning tool 


problems. Write for catalog today, to Dept. 127B. 


THE FAHRALLOY COMPANY 
149th & Loomis Sts., Harvey, Ill. 
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Results of PEI market survey 


(Continued from Page 21) 


chain grocers were questioned about 
frozen food cabinets. The results 


showed: 


83° had frozen food cabinets in 
in their stores 


Re é 


15‘% were over three years old 
25‘ showed wear from handling 
and cleaning 
7% showed deterioration of cab- 
inet interior 
78° preferred porcelain enamel 
\ cross section of restaurant men 
also were questioned to obtain their 
opinions about porcelain enamel. 
Restaurant owners’ and managers’: 


preference for porcelain enamel were: 


Te ee eer 80% 
5 

Light reflectors...........; 71% 

Frozen food cabinets....... 71% 


Vending machine casings. ..67% 
Soda fountain counter fronts 67% 
Water coolers.............58% 


Exhaust hoods and protective 


wall panels....,.....00% 4l 
Counter stood stands, table 

bases and table supports. .35‘ 
Building fronts............31% 


Service counter tops and 


re hao oe we 23 Ve 


Lucky markets 


Surface of work tables..... 12% 
Coffee urn casings......... 6% 
WD. sgn os canene sds 0% 


In other words, 100,000 to 135,000 
restaurants preferred porcelain en- 
amel for these applications. Replace- 
ment market indicated early prospects 
for 50,000 restaurant signs, 10,000 
building fronts and 4,000,000 square 
feet of porcelain enameled light re- 
flectors. 

In the building field, there were 
4,000 architects who preferred porce- 
lain enamel for new, modernization 
or remodeling projects; 22% of the 
product designers plan to use porce- 
lain enamel for new products. 

From these surveys it was conclud- 
ed that over 23,000,000 buyers or 
specifiers are sold on porcelain en- 
amel. Now the task before the indus- 
try is to keep them sold, and add new 
prospects in their early stages of 
product development and market ex- 


pansion. 


4dapted jor finish from a talk before the 
Porcelain Enamel Institute First Sales and 
Vanagement Conference. 


(Continued from Page 24) 


voods cleanly, quickly and easily from 
retailer to consumer. ‘The role of 
porcelain enamel in the process is 
useful as well as decorative. 

Lucky Stores management see 
frozen foods as feature foods of the 
future, and they are the first to de- 
sign a market around this conviction. 
Frozen foods, including prominently 
featured ice creams and iced desserts, 
might be called the stars of the Lucky 
Market setup in San Leandro, with 
346 lineal feet of refrigerated porce- 
lain enameled cabinets devoted to 
these commodities. This does not in- 
clude the refrigerated storage cabin- 
ets for dairy products, beverages and 
other perishables. The open display 
cases are all self-service. 

In addition to the equipment. some 
of the interior and much of the ex- 
terior of the market makes architec- 


64. 


tural use of porcelain enamel, achiev- 
ing some novel effects. The completed 
San Leandro market is the model for 
the “large number” of new Lucky 
Stores planned for the West Coast, 
especially in the San Francisco Bay 
area. (Other Lucky Stores have been 
completed already in San Bruno and 
Salinas. ) 

The architectural design and color 
harmonies will be standard for all 
the stores, and all will use porcelain 
enamel as described for the San Lean- 


dro market. 


7,200 square feet of 
architectural porcelain enamel 
in market and tower 


Approximately 7,200 square feet of 
architectural porcelain enamel is in- 
corporated in the design of market 
and tower. One exterior wall is of 


















































forest green corrugated porcelain en- 
amel and measures 5’ x 110’. Two 
upper walls above the marquee are 
faced in pearl grey corrugated porce- 
lain enamel, with one of the walls 
being 110’ in length by 9’ high and 
the other 120’ in length by 8’ high. 

Dominating the structure is a 65’ 
tower, 17’ 3” wide and 3’ 10” thick. 
The tower has three openings. each of 
which is 9’ 6” square. These openings 
are surrounded by a light cove in 
which neon tubing is set. The iower 
proper is canary yellow. the openings 
and light coves a forest green. The 
yellow porcelain enamel has a semi- 
mat finish while the green is in high 
glaze. The base of the tower forms 
one of the main entrances of the 
market and over this entrance is the 
The letters of 


the sign are porcelain enameled, in- 


sign “Lucky Stores.” 


verted channel type, illuminated from 
behind. 

The tower at the base forming the 
entrance is 17’ 2” x 17’ 2” running 
up 12 feet to the marquee. and is 
actually a solid looking square block 
at the corner of the building which 
fronts two ways. One side opens into 
the store; the other is a display case 
2” x 12’ set in a deep bronze frame. 

Carrying out the canary yellow of 
the bulk of the tower, this color also 
predominates in the entrance exterior. 
but the recessed portion at base of 
lower is forest green. Letters form- 


ing the store name are yellow. 


Porcelain enameled bulkheads 

Bulkheads, 18” high, across the 
front of the store, measuring 120’, 
are finished in forest green porcelain 
enamel. On the inside of the build- 
ing. bulkheads in porcelain enamel 
of the same length are 12” in height 
in the same shade of green. Interior 
of the block which forms the corner 
tower is canary yellow, with the ex- 
ception of the forest green street 
front recess. Tower is porcelain en- 
amel inside and out. 

The entire building was worked out 
on a modular system with standard 
unit measurement for the whole of 
the porcelain enamel work. The bulk 
of the porcelain enamel construction 
utilizes 18” square panels with ap- 


plication on both wood sheeting and 
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FACTS FOR PORCELAIN ENAMELERS 





For optimum results, we would recommend the use of a 
TAM opacifier best suited for the type of frit being used 


Antimony opacified regular frits: — Treopax, Hyopax, Treopax S$ 
Antimony opacified A.R. frits: — Opax, Treopax, Treopax S$ 
Zirconia opacified frits: — Treopax Z, Treopax, Treopax S 
TiO, opacified frits: — Treopax Z, Treopax 
C.1. Enamels: — Opax 


TAM vitreous enamel mill addition opacifiers OPAX, HYOPAX, TREOPAX, TREOPAX S 


and Z assure economical and uniformly excellent porcelain enamel opacification. TAM 





Alcatel Ob die l-MO) ololahil-la Wialad-tol tM eLillai h MolmelaM-lalelil-imelaleMa-tela-Maall)ollale Mictale(-lals 


TAM 


IUM ALLOY MANUFACTURING COMPANY 


Executive Offices: 111 Broadway, New York City General Offices and Works: Niagara Falls, N. Y. 
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reinforced concrete into which nail- 
ing strips were let. 

Color harmonies were set up by 
Mr. Loewy and carried through the 
whole of the exterior and interior, 
lieing together the various materials 
used with the display cases to form 
an integrated whole. 

The 5’ high block letters, edge- 


lighted with neon across the top of 





the tower, are also of porcelain en- 
amel. All the porcelain enameled 
panels were manufactured and _in- 
stalled by Architectural Porcelain 
Constructors, Oakland, Calif., of 
which Frank Allen is president and 
his brother, Ray, is in charge of 
construction. The enamel application 
was by Payne-Mahoney Co., also of 
Oakland. 


The business outlook for 1948 


(Continued from Page 26) 


export balance; (d) higher interest 
rates; (e) filling up of the business 
and consumer pipe line with inven- 
tories. . . . Most of the experts were 
in agreement that after a short pe- 
riod of correction or readjustment, 
employment, income and production 
would again rise under the stimulus 
of backlogs in the automotive, steel 


and other durable goods industries, 
and the mass markets which can 
again be tapped once prices are sta- 
bilized, were emphasized as strong 


recovery factors in this connection, 


Brief of a talk before the Fifteenth An- 
nual Convention of the Institute of Cook- 
ing and Heating Appliance Manufacturers. 


You need “sales insurance” for your business 
(Continued from Page 31) 


3. Educating Distribution Outlets 

Since an adequate knowledge of 
porcelain enamel — what it is and its 
advantages in service — is so impor- 
tant in maintaining and expanding 
markets for porcelain enamel, our 
Market Development activities have 
always provided an educational pro- 
gram including: advertisements in re- 
tailing magazines, advertising folders, 
labels, counter display cards, win- 
dow display cards, sales data pages, 
ete. (A recent survey of one month’s 
ads showed 7,434 retailers featuring 


porcelain enamel in their ads.) 


4. Developing Business Leads 

There are two types of business 
leads — short range and long range. 
While our efforts have brought in 
many of the short-range type, our 
principal objective was the long-range 
type. And a great many of these have 
des eloped. 

As a means of drawing these long- 
range inquiries and make the most 
of them, we first provided two basic 
pieces of literature: 

1. A general sales brochure 

2. A design engineering handbook. 


5. Creating New Applications 


From inquiries that come to P.E.I. 
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headquarters, and suggestions that 
come from members, the Managing 
Director selects those which offer 
greatest long-range promise. 

Then, drawing on the counsel and 
cooperation of member companies, 
he works with one or more manu- 
facturers of each product under con- 
sideration, to help them adapt porce- 
lain enamel where other materials 
had been used. 

This is difficult and tedious work, 
requiring an engineering background 
und much ingenuity. But it is the 
kind of effort that yields important 
long-range values that benefit the 


whole industry. 


6. Informing Every Possible 
Business Influence 

As a backdrop for all other phases 
of Market Development, a program of 
general publicity broadcasts the story 
of porcelain enamel, the growth and 
progress of the industry, and news- 
worthy activities of member compa- 
nies. 

During the month of August, for 
example, twenty-one different news 
releases reported current Institute ac- 
tivities and industry developments to: 

1. Women’s editors and business 

editors of 150 to 200 of the coun- 



















































try’s leading newspapers, reaching 
about 23,000,000 readers. 

2. 300 tradepaper editors servicing 
25 different industries and having 
a combined circulation of 514 
million. 

3. Leading news services, radio 
stations and selected lists of home 
service magazines — the combined 
circulation of which we cannot pos- 
sibly estimate. 


7. Helping Individual 
Manufacturers 


By personal consultation with the 
Managing Director and members of 
the Market Development Committee, 
individual manufacturers are given 
these types of marketing aid: 

1. Advice on how to take fullest 

advantage of the P.E.1. Market De- 

velopment Program. 

2. Assistance in improving their 

own company’s marketing efforts 

and in dovetailing these efforts 
with the general program. 

3. Copywriting assistance in fea- 

turing their use of porcelain en- 


amel most effectively. 


8. Creating Greater Prestige for All 


While its benefits may not be as 
evident as other activities described, 
there is another and important phase 
of the Institute’s Sales Insurance pro- 
gram. It is the prestige created for 
the Institute and for all manufactur- 
ers identifying themselves with the 
P.E.1. or the material it represents. 

Today the Porcelain Enamel Insti- 
tute is widely known and accepted as 
a constructive force. It is known as 
the recognized focal point of the por- 
celain’ enameling industry. It is 
known as an organization that fos- 
lers increasingly better quality of 
product. And it is known as_ the 
guardian of users by its established 
standards of quality. 

Individual manufacturers share in 
this prestige : 

1. When they show the P.E.[. em- 

blem of quality. 

2. When they distribute literature 

bearing the Institute name. 

3. When they conform to Institute 

quality standards and so identify 

their work. 


4. When they identify themselves 
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PRODUCTION 


McDANEL Hand Rolled GRINDING BALLS 
GRIND Faster... LAST Longer... WEAR Evenly 









McDanel's hand rolling process produces a denser mass, 
a closer-knit structure and a surface which has many 
more grinding points on which to grind material faster 


and raise productive capacity. 


COM ES COST McDanel Grinding Balls are fired straight through to the 


core which gives them the strength to resist abrasion and 











wear longer, thus reducing cost. 


a c 1] A « . 4 Mill tested and individually inspected McDanel Grinding 


Balls come to you prepared to outperform all others in 


R E F R | C T 0 R | service and economy. 
p 0 7 - f L A | 7 C 0. MILL LINING BRICK SPECIAL SHAPES MILL HEAD ASSEMBLIES 


METAL COVERED GRINDING JARS AND MILLS 
BEAVER FALLS DOOR LINING BLOCKS . PORCELAIN GRINDING JARS AND MILLS 





PENNSYLVANIA 


CHICAGO VITREOUS ENAMEL PRODUCT COMPANY 


exclusive representative for the enameling industry 
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with the Institute by showing the 
membership insignia on letterheads 
and in advertising matter. 


Are you covered? 

In this brief discussion I have 
carried through the analogy of insur- 
ance because I firmly believe that the 
most important task facing business 
today is to protect its investment 
against the era of competitive selling 
that always follows a prolonged pe- 
riod of high level demand. 

Of course, I think it will help your 
business individually to support the 
collective effort of the Porcelain En- 
amel Institute. 

Of course, | think an individual 
manufacturer should take every pos- 
sible advantage of the various sales 
aids afforded by this collective pro- 
gram. 

Of course, | think you should also 
have a well considered program of 
your own, dovetailed as closely as 
possible with that of the group. 

But it goes much deeper than that. 

It gets right down to the basic 
attitude of management toward the 


selling end of business. 

It is a well-known fact that 75% 
of top management in business today 
came up from the ranks of produc- 
tion — which means that they can’t 
help favoring production in the way 
they think and act. 

Add to this the fact that we have 
had an unbroken period of seven 
years in which demand has exceeded 
supply, with material shortages and 
recurrent labor difficulties serving to 
further emphasize the importance of 
production. 


This is the real foundation of the 
difficulties some of us will face when 
the trade winds shift. So whether 
you are covered at that time with 
adequate market insurance or smoth- 
ered in the avalanche of competition, 
depends in large degree upon the atti- 
tude you take now toward the selling 
end of your business. 

A seller’s heaven sometimes turns 
out to be a fool’s paradise. 


Adapted for finish from a talk before the 
Sales and Management Conference 








sheet metal products. 


Chicago 8, Ill. 





Reliable Jobbing 
For Manufacturers 


lhe lasting finish of porcelain enameled 
T products can be achieved only through 
the use of quality materials and equipment 
teamed with knowledge and experience. 

We have the ability and facilities avail- 
able at Lawndale Enameling to furnish you 
with the prompt and dependable enamel- 


ing service required by manufacturers of 


Drop us a line, or telephone 


Lawndale Enameling Company 
1137-1139 West 14th Street 


Telephone CHEsapeake 5495 
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Industrial literature 
—> from Page 62 


The bulletin will give. in brief 
high light form, statistical informa- 
tion and current trends pertaining 
to industries and markets that are 
important consumers of porcelain 
enameled products. New applications 
for porcelain enamel will be de- 
scribed and discussed and market 
opportunities for new and old prod- 
ucts pointed out. 


Volume of gas facts 


Valuable factual data, covering the 
gas utility industry, has been assem- 
bled for the first time in a 176-page 
volume, “Gas Facts,” just published 
by the Bureau of Statistics, American 
Gas Association. 

This new book, a comprehensive 
statistical record of the gas utility 
industry in the United States for 1945 
and 1946, is the: first in a new series 
of annual statistical year books which 
will be published by the Association. 

Copies of “Gas Facts” have been 
distributed to gas company members 
of the Association. Additional copies 
are available to them and others at 
$1.00 per copy from the Bureau of 
Statistics, American Gas Association. 
120 Lexington Ave., New York 17. 


NEWS — from Page 58 


been elected chairman of the Manu- 
facturing Trade Group of the Na- 
tional Industrial Council, an affiliate 
of the National Association of Manu- 
facturers. 

\s chairman of one of three groups 
comprising the Council, Beale suc- 
ceeds George Romney, manager of 
the American Automobile Manufac- 
turers Association. 


Sign convention in Chicago 
January 19-21 


The second annual Convention and 
Equipment Exhibit of the National 
Electric Sign Association will be held 
at the Stevens Hotel, Chicago, Jan- 

— R 
uary 19-21. to Page 72> 
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You can be sure of the right start to a bright finish 
for sheet steel or cast iron sanitary ware enamels 
when you use Metal & Thermit’s Sodium Antimonate 


opacifier. 


Exacting methods of manufacture—plus the most 
modern processing equipment—are your assurance 
of a uniform, high quality opacifier capable of en- 
hancing both the beauty and durability of enamels. 


The facilities of our Ceramics Laboratory are 
available to help you get the best results—at lowest 
possible cost. 





METAL & THEAMIT CORPORATION 









120 BROADWAY - NEW YORK 5, 
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Fifteenth annual meeting of 


cooking and heating appliance manufacturers 
(Continued from Page 41) 


products are still at a low level, and 
backlogs of unfilled orders approxi- 
mate six months’ production on cook- 
ing appliances, and nine or ten 
months’ production on heating appli- 


ances, 


The Taft-Hartley law 

In his discussion of the Taft- 
Hartley law, J. Loren Freund stressed 
the fact that as the law was written 
its operation was partially delayed, 
and stated that the Board has had 
no opportunity to make any decisions 
other than those concerning the law’s 
administrative requirement for the 


filing of non-Communist affidavits. 


“The period of the operation of the 
law in the last five months has been 
devoted to a study of its terms and 
more particularly to certain devel- 
opments that have reversed trends 
of the past 14 years,” Mr. Freund 
stated. “Already a new vocabulary 
of labor terms has sprung up to stim- 
ulate management’s thinking—boot- 
leg contracts, counter-demands, de- 
certification, last offer elections and 
similar phrases have already begun 
to be significant terms under the 
Taft-Hartley law.” 


In concluding his talk, Mr. Freund 
emphasized the revelations of recent 
polls, that employees on the whole 
are in ignorance of any of the actual 
provisions of this law, which by its 
very form will place much greater 
power in the hands of the individual 
employee. Management’s job is to 
make available information concern- 
ing the Taft-Hartley law in a fair, 
frank and impartial manner. 


The business outlook 

In his talk, “The Business Outlook 
for 1948,” Martin R. Gainsbrugh 
voiced the opinion of leading econo- 
mists that business activity would 
rise to new heights in 1948, but out- 
lined some of the difficulties which 
may be encountered by business 
leaders during the coming year as a 
result of increased inflation pres- 
sures. It is indicated that wages and 
other costs may continue to rise but 


70 


unit production is not keeping step. 


The industrial designer 

Ralph Kruck, industrial designer 
from Clinton, Connecticut, gave spe- 
cific mention of the importance of 
porcelain enamel as a finish for range 
and other industry products. He 
said, “The direction or trend in 


range design indicates the need for 


still further consideration of cleana- 
bility. The use of porcelain enamel 
leads to cleanliness and it has forced 
the design of panel components and, 
therefore, the entire range body, in- 
to the simple smooth contours best 
suited to the application of porcelain 
enamel finish. We are not going to 
lose sight of cleanability ; consequent- 
ly, we are going to continue with the 
design of a more cleanable range 

fewer parts—fewer seams and fewer 


dirt catching areas.” 


Chicago district enamelers December meeting 
(Continued from Page 35) 


systematic approach to the adaptation 
of a material or product to new uses.” 

“In porcelain enamels we have a 
material of long standing, but in re- 
cent years,” said Dr. Andrews, “its 
properties, its methods of manufac- 
ture, its composition, and its appli- 
cation have undergone many changes. 
This change has crept up on the en- 
ameler without his really becoming 
aware of its many new possibilities. 

“The fact that enamels can now be 
applied in thinner and thinner coat- 
ings opens the possibility for a great 
expansion in its field of usefulness. 
We are obsessed by the criticism 
that it might fracture both by mech- 
anical abuse and spontaneously. The 
later cause has almost entirely dis- 
appeared with thin coatings and the 
former has become very much less 
common. 

“Compositions of enamels have 
changed radically, resulting in great- 
ly increased covering power and 
chemical durability. Color is under 
better control and the permanence 
of the material in all respects remains 
now, even more than in the past, one 
of its outstanding values. 

“New methods of manufacture, 
better design, special compositions 
for different purposes, and a greater 
understanding of the processing are 
already here. 

“Special improved metal sheets are 
ready for production as soon as the 
steel situation eases and many new 
improved processes are being tried 
out in laboratories and in plant pro- 
duction. 


“It is therefore time that the por- 


celain enameler again evaluate his 
product and apply a systematic study 
to the application of this improved 
coating to the many places where 
the market is awaiting him.” 

With the aid of charts, Dr. An- 
drews outlined some of the inherent 
properties of porcelain enamel which 
he said should be considered when 
expansion into other markets is con- 
sidered. 

Some of the properties, he said, are 
chemical (weather, water, acids, al- 
kalis, salts, gases, chemicals, phar- 
maceuticals, foods, permeability, sta- 
bility), electrical (resistance, dielec- 
tric, magnetic, power factor, capaci- 
tance, stability), mechanical (hard- 
ness, strength, elasticity, brittleness, 
abrasion, scratch, stability), optical 
(reflectance, covering power, gloss, 
color, transparence, ultra violet, in- 
fra red, fluorescency, photo sensitive. 
dispersion, stability), thermal (com- 
bustibility, high temperature, heat 
shock, h. t. properties, conductivity, 
infra red, stability). 

The speaker then outlined the dif- 
ferent fields in which porcelain en- 
ameled products could expand. These | 
included agricultural, aviation, auto- 
mobile, factory, highways, homes, 
hospitals, marine, railroad, stores, 
storage, and such industries as food, 
chemical, pharmaceutical, soap, pe- 
troleum, photographic, fishing, and 
paper. 

Another’ approach, said Dr. An- 
drews, is that of taking one or more 
important properties and inquiring 
into its probable advantage in dif: 

to Page 727 


JANUARY « 1948 finish 








i 






























a | fag TRY CENTURY FRITS 








* FRIT from “4 


for 1948 





























un 
INTUI 
ad ¢ E \ p 
nt- } y 
the + ; 
ver 
' 
r 
his 
udy | 
ved 
ere | 
7 
An- 
rent 
rich 
hen 
COn- 
are as * 
~~ 
_ al- Er 
har- ¥, att ' 
sta- en 
elec- b aisle 
paci- ' , aM 
et 
ard- _— 
ness, — 
tical 
‘loss, 
> Ut Tue Century trademark has stood for the best in coat, a special enamel for signs or the latest in Titanium 
itive, ; , . ’ ; ' : . , . 
a quality porcelain enamel frits since the first Century frits the Century trade mark means satisfaction. 
nat frits were produced in 1935. Two of the reasons behind , 
bos , If you are not a Century customer now select 1948 as 
vity, this record are the experience of the men who make the : 
the year to try these time-proved enamels. 
kif frit and the modern equipment with which they work. 
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These | ’ Sees FRIT from 
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omes, most modern porcelain enameling plants. And, the best 
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‘ 4 proof of complete satisfaction is the fact that these same 
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), pe companies continue to use Century frits year after year. 
and 
All Century frits are time-proved in plant operation 
An | before they are sold. Whether it is a sure-bond ground 
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